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“Action, Action! for God's 
sake, Action.”’ —_——— a 


—> EPEAT those six words aloud six times and you'll jerk your- 
self up out of the softest seat that ever was and start going 
somewhere before you know it!” 


Thus stated the famous Napoleon of the railroad world, E. H. 
Harriman, in declaring that the Little Corporal was the first man 
on earth to rope the Big Idea and put a Saddle on it! 


Mr. Harriman used to quote Napoleon on another point, “Op- 
position! why, opposition is the breath in my nostrils! Competi- 
tion is my whetstone! Obstacles the stirrups with which I mount 
the Steed of Success!” 


If the above inspiration does not vibrate through your entire 
system, then do not read further. If you get the “kick” out of it a 
red-blooded man ordinarily would get, and you are a man that can 
tell the truth at all times and under all conditions and you are be- 
tween twenty-five and forty-five years of age and look the part of 
a successful business man—then—here is the place to get action, by 
“FALLING IN LINE WITH THE BIG PARADE.” 


In requesting an application that will be hard for you to com- 
plete, let us have a photograph of yourself. 


Address your communication to 


Fred Bailey, President 


“THE BAILEY SYSTEM,” 


INCORPORATED 
General Offices, 11 South La Salle St. Phone State 7761 


CHICAGO, ILLINOIS 



















- Equitable Life Assurance Society 
of the United States has a well equipped 
Financial Department, or, to be exact, 
two departments—one in charge of a 
Treasurer with a staff of expert assistants 
and advisers, and the other in charge of a 
Manager of Mortgage Loans and Real 
Estate with a staff of experts experienced 
in handling real estate and selecting first 
mortgage loans. These advantages, to- 
gether with long experience and valuable 
records, make the Society an expert in the 
investment of capital. More time and 
attention is given, moreover, to the care 
of investments than is spent in making 
them. No individual or small corpora- 
tion can afford to offer such advantages to 
those who seek protection for their sav- 
ings. All this being so, those who leave 
their money with the Equitable for safe- 
keeping during their lifetime will act 
wisely, if after they have passed away the 
Equitable continues to be the financial 
agent of their beneficiaries. 

It is the policy of the Equitable to im- 
press the fact upon its agents that their 
most important clients are not the men 
whose lives are insured, but those to whom 
the money is to be paid when their policies 
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mature. This being so, it is obvious that 
when a policy is taken by a well-to-do 
applicant the wisest course is for him to 
take a small policy payable in cash, to 
clear away the obligations which accumu- 
late when a man dies, and to take the rest 
of the insurance payable in the form of a 
monthly income during the lifetime of the 
beneficiary. There is a variety of insur- 
ance contracts of this character, two of 
which are very attractive. One of these, 
the Life Income Policy, is most appropri- 
ate in a case where one beneficiary is to be 
provided for, such as a wife or daughter. 
For a man who wishes to provide for his 
wife and his children, the Guaranteed 
Investment Policy is the most appropriate 
contract. This policy gives the wife an 
exceptionally liberal income as long as 
she lives, after which the full face of the 
policy is paid to the children, to be in- 
vested for their future support. 

The Equitable has openings for young 
men who have had some business experi- 
ence but who have not been identified 
with life insurance. Such men can earn 
a good living while they are being trained 
by the company in accordance with its 
methods and ideals. 
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THE EQUITABLE LIFE ASSURANCE SOCIETY 
of the UNITED STATES 


W. A. DAY, Chairman of the Board 


New York 


393 Seventh Ave. 


THOMASSI. PARKINSON, President 
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Round Out Your Service on MORNE 5, 


Here’s a policy that will back up every talk- 
ing point of company and service. Think it 








ee 


over: rserenst 
Any natural death .......... $ 5,000 
Any accidental death ... 10,000 
Certain accidental deaths .... 15,000 
Aceident Benefits ..... $50 per Week 
(Non-cancellable) 


Also Disability Income, Waiver 
of Premiums, etc. 





ALL IN ONE POLICY | 





You can see how worthy such a contract is 
in the hands of a progressive agent and we 
invite you to give serious consideration to 


the United Life “Policy You Can Sell.” Builders or Business 


There may be an opportunity in your town. 





If you have not used Kaufmann Systeman Security Holders you have 


Our Vice-President, Eugene E. Reed, will a pleasant surprise awaiting you. For Kaufmann wallets will help 
tell you all about it. Write him direct—and you build business just as it is building business for hundreds of 
directly. a 


Until you have used it to deliver those extra policies you have not 
made use of the biggest dollar for dollar life insurance business 
builder on the market today. 


The standard size is $2.25 and the large size, $3.15. Quantity rate 
gladly furnished on application. Other wallets from 65¢ to $5.00. 


AND ACCIDENT INSURANCECOMPANY tS: - 
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GROWTH 


A matter of natural development. 


Our Growth has been persistent. 





Our root extends down—not out. 











When certain laudable results are 


ae Who goes about his work with- 
obtained in any line of business, there 


out a plan simply travels in 





} must be a reason for them. . : circles; he gets nowhere and 

You ask what is the reason for our \\\\ fritters away much valuable 

i success? It is the result of persistent \\ time. 

| effort—PLUS. If you, Mr. Agent, \\ Fr you are in search of a Gen- 

are interested enough to wish to \\\\\ eral Agency contract that 
know what the word “PLUS” im- WY provides a Plan for organized 

: plies in this connection, write me \\\\\ selling and increased income, 
and I'll tell you. \A\\Y then you should know about 


our proposition. 


A. E. JOHNSON, AGENCY MANAGER Write in confidence to 


CHICAGO NATIONAL AK | 
: LIFE INSURANCE CO. AAG RESOTER LIS | 


202 South State Street ANN WS \ . ao 


“SINCE 18689" 
Chicago, Ill. 
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CHRISTMAS BONUS CHECKS 





NCE each year, at Christmas Time, members of the 
International Life Club receive bonus checks rang- 

ing in size from $250.00 to $1,500.00—sometimes more— 
as the bonus is paid on a percentage basis and the bonus 
checks increase in proportion to the volume of paid busi- 


ness produced. 


Last year one Club Member received $1,369.92. 
He paid for $681,260 during the Club Year; 86% of his 


business renewed. 


Another member received $280.00. He paid for 
$126,000—95% of his business renewed. 


Membership in the International Life Club is worth 
while for the Christmas Bonus is paid in addition to regu- 


lar contract commissions. 


Detailed information furnished on request. 

















INTERNATIONAL LIFE 
INSURANCE COMPANY, ST. LOUIS, MO. 


ROY C. TOOMBS, President 
W. F. GRANTGES, First Vice-President and General Manager of Agents 























“A Company Willing to Pay the Price Required to Give Service’’ 
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PHOENIX MUTUAL LIFE 


STUDIES LAPSE RATIO 
| 


Lack of Persistency of Business Is 
Called Flagrant Form of 
Public Waste 


OCCUPATIONS ARE LISTED 


Business Written on Educational Work- 
ers Is Found to Be of Highest 
Quality of All Considered 


prehensive group insurance program | 
ever put in force, Haley Fiske, president | 
of the company, announced last week. 
| The program, Mr. Fiske said, will in- 


| politan Life w 


METROPOLITAN ADOPTS 
EXTENSIVE GROUP PLAN 


PROGRAM IS COMPREHENSIVE 


Home Office Employes of Six Months’ 


Standing Will Be Insured on 
Cooperative Basis 


NEW YORK, Dec. 29.—The Metro- 
; ill install on Jan. 1 for the 
benefit of all of its home office employes 


of six months’ standing the most com- 


| demnify to a very large extent, employes 


of life insurance 


Lapse 


+ 


ic ; 
policies is no 


only a major problem of the life insur- 


involving excessive 
prevention of 
directed, but 
of the most 
flagrant forms of public waste. declared 
M. C. Terrill of Phoenix Mutual 
Life in issuing a compilation of 
lapse ratios, 
insureds. 
Fewer educational workers lapse their | 
policies, according to these figures, than | 
do any other class of insureds, their 
ratio being exactly one-half of that ex- 
perienced as a whole. Professional men 
and women come next, with a ratio well 


ance companies, 
costs to them and to the 
which their best efforts are 
it constitutes well « 


as ne 


the 
new 


arranged by occupations of | 


under the average lapse. Office and 
bank employes and tradesmen rise a 
little over the average lapse. Builders 


and their employes, salesmen, and agri- 
culturists were almost 50 percent greater 
than the average lapse. 


1924 Business Compilation Basis 


All business paid for in the year 1924 
is taken as the basis for this compila- 
tion. Thus a period of high relative 
Prosperity is involved. The figure 
named is the percentage of lapse to date 
of each particular occupation, as com- 
pared to the average lapse on the entire 
business written in 1924: Educational 
workers, 50 percent; professional men, 
69 percent; business and professional 
women, 75 percent; business men, 75 | 
percent; office and bank employes, 112 
percent; tradesmen, 119 percent; build- 
ers and employes, 138 percent; salesmen, 
144 percent; agriculturists, 144 percent. 

It is not claimed by Phoenix Mutual 
that these figures are representative for 
all companies. These are results in a 
group of policyholders chosen with ex- 
ceptional care, insured by meticulous se- 
lection and advanced training of sales- 
men and high standards of insurability. 





Ne Conclusions Drawn 





“I am at a loss to draw conclusions 
from these facts,” Mr. Terrill declared, 
“unless it is that the trained business 
and professional mind is quick to per- 
ceive that the equity values of a life 
policy increase rapidly with the passage 
of time, and lapsation not only removes 
needed protection but carries with it, 
also, a definite money penalty. Like- | 
wise, it may be a persistence of the out- 
worn public notion that life insurance 
premium deposits are something that 
is being paid, instead of as a sum that 
is being regularly invested for the in- 
sured’s own benefit.” 


| accident 


| Island 


| to 


| good 


and _ their dependents against loss of 
earning power through death, sickness, 
and old age, and has been 
worked out only after a year’s careful 
study of the situation. 

Thousands Come Under Plan 


Under the provisions of the plan, 13,- 
100 workers in New York City, Long 
City, Bronxville and Mt. Mc- 
Gregor, N. Y., San Francisco, Ottawa, 
Can., and London, Eng., will be eligible 
receive, according to salary classifi- 
cations: 

Life insurance ranging from $1,000 to 
$10,000. 

Temporary disability benefits of ap- 
proximately two-thirds of the employe’s 
salary. 

Total and permanent disability bene- 
fits ranging from $50 a month up. 

Life annuities to be paid on retirement 
from service for age, ranging from $21 
a year up for each year of service. 

Substantial allowances for hospital 
and operation expense. 

Plan to Be Cooperative 


The program, which is open to every 
eligible employe from the president 
down, will be cooperative, the company 
sharing the cost of the protection with 
its employes. New employes will be- 
come eligible on the completion of six 
months of service. 

Several of the features of the new pro- 
gram have been effective in principle 
among Metropolitan employes for vary- 
ing periods of years, but now all are to 


| be lumped together under a single con- 


tract that calls for a single periodic pre- 
mium contribution from the worker. 
Also the terms of the program, as com- 
pared with those of the past, have been 
greatly liberalized, the greatest benefit 
accruing to the lower-salaried employes 
with long terms of service to their 
credit. Amounts of life insurance and 
disability benefits have been substan- 
tially increased the lower salary 
groups, the basic annuities are larger 
in most cases, and employes now be- 


in 


| come eligible to contribute to the retire- | 
six | 
five years | 


provisions after 


instead of 


ment annuity 

months of service, 

as before. 
Approved by State Department 


The 
proved by the New 
partment. 

In his announcement, Mr. Fiske 
pointed out that the program had been 
inspired by a mixture of sentiment and 
business practice. He explained 


entire program has been ap- 
York insurance de- 


| PROMOTIONS MADE BY 


GREAT OPPORTUNITIES 


THE NEW YORK LIFE | 


SIX MEN ARE ADVANCED 


| Two Affected Are Sons of Men Famous 
in Official Ranks of the 
Company 


The New York Life 
important promotions to the official 
staff. Leo H. McCall and Frederick M. 
Johnson have been elected secretaries. 
Dr. James H. North and Dr. Robert A 
| Fraser have been elected associate medi- 
cal directors. Thomas A. Buckner, Jr., 
and Charles Everett Judson were mad 
assistant secretaries 

Mr. McCall comes from a 
guished New York Life family; a 
of the late alin d -Call, former pres- 
ident of the York Life, and a 
brother of Vice-President John C. Mc- 
Call. He was born June 1, 1879, and 
became temporary supervisor in the file 
division of the New York Life, Dec. 13, 
1/1909. Later he was appointed superin- 
tendent of supplies. On his discharge 
|} from military service in 1918 he 
became assistant secretary. 


innounces six 


distin 


son 


soon 


has 
York Life. 
the class of 


New York 


| Mr. Johnson's Career 
| Mr. 

been 
He 
1891, 


Johnson’s entire business life 
New 
of 
the 


spent with the 
a Yale graduate 
He started with 


1s 


later was transferred to the treasury 
partment. In 1899 he was made 
mium cashier and year later was 
pointed assistant secretary. He is a 
trustee of the American Savings Bank 
and governor of the New York Skin & 
Cancer Hospital. 

Dr. North graduated from New York 
University medical school in 1877 and 
was a surgeon in the United 
Navy. He went with the New York 
Life as an examiner in March, 1998, 
and was made home office examiner in 
1899, medical examiner and member of 
the medical board in August, 1900, and 
assistant medical director in 1920. In 
his new position he is in charge of the 
metropolitan district of New York and 
3rooklyn. 

Dr. 


pre- 


Fraser Promoted 


Dr. Fraser 
University in 


graduated from Trinity 
1903. He was in hospital 
work in Toronto, Buffalo and New York 
City. He was made home office exam- 
iner of the New York Life in 1913, medi- 


cal supervisor and a member of the 
medical board in 1917 and assistant 
medical director in 1920. In his new 


position he will be in charge of medical 

examinations in the southern, gulf and 

| southwestern departments. 

| Mr. Buckner bears an honored 

with the New York Life, his 
(CONTINUED ON PAGE 6) 
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father 








that while its benefits would provide re- 
wards for faithful service, its cost would 
be fully justified by an improved effi- 
ciency of the working force, inasmuch 
as fear of future dependence will be re- 
moved and employes can be retired with 
substantial financial provision when 
| their efficiency becomes seriously im- 
| paired by age. 


;new opportunities for the energetic, 


FOR LIFE SALESMEN 


Vice-President Hillsman Taylor of 
Missouri State Life Gives 
Address 


NEW AVENUES OPENING 


Professional Aspect of Life Insurance 
Means That Its Salesmen Are 
Becoming Masters 


raylor, vice-president of the 
Life, who talked before 
agents of the Chicago branch office 
week, predicted that life insurance 
the next few years would open 
in- 
dustrious field men. He said that home 
offices and more are seeking to 
serve the public and to adapt life insur- 
to the demands and needs of the 

There was never so great call in 


Hillsman 
Missouri State 
the 
last 


change 


more 


ance 
times. 


| the business for real man power as to- 


Life in the comptroller’s department and | 
de- | 


ap- | 


States | 
| was 





he declared. Continuing Mr. Tay- 


in substance: 


day, 
lor said 
Can Commend the Past 


“We cannot forget the struggles and 
difficulties of the past. We must not let 
them overcome us. Out of the past we 
must learn our lessons for the future. 
It was due to the trials of life insurance 
that the structure has been built so sol- 
idly. Certainly the men in the business 
of yesterday can look back with pride 
and enthusiasm to the work that has 
been done. In the past life insurance 
in the making. Policy contracts 
and agents have to evolve. Now it is 
regarded everywhere as a public trust. 
Life insurance in the past was more or 
less speculative. Now it is protective. 
It is a necessity. The reserves held for 
the benefit of policyholders must be 
carefully safeguarded. 

Must Fit Itself to Needs 


“Life insurance to be progressive 
must be adapted to the needs of society. 
We men who are vested with the re- 
sponsibility of looking after the assets 
of our companies appreciate the fact 
that much devolves on us. So far as 
the Missouri State Life is concerned we 
have worked out a definite investment 
program. Our company like others has 
been criticized because we leaned toward 
farm loans. We are now diversifying 
our investments. There is a growing 
feeling that life insurance investments 
constitute a sacred trust. When they 
know that funds are safely invested it 
gives the field men confidence in selling 
insurance to the public. 

Can Dignify the Calling 


“It is possible for every insurance 
salesman to dignify his calling and raise 
its standard. There is after all, but lit- 
tle difference between a business and a 
profession. The professional man knows 
his subject. Any man becomes a pro- 
fessional man if he is a master. There 
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is an opportunity all along the line for | RATE OF DEPENDENCE 


insurance salesmen to become profes- 
sional men. The life insurance agent is 
the proficient salesman of genuine serv- 
He should have a good working 
knowledge of that service. The men in 
the field are the life insurance compa- 
nies. The people do not know the offi- 
cers or home office staff. A company 
can be no greater than its agency force. 
We, at the home office, must depend on 
field men for proper representation. We 
are seeking suggestions from them. 
Everyone in the business must cooperate 
and all must grow together. We stand 
on a common foundation. 


ice. 


Loyalty Is a Big Factor 


“Any man who is industrious and in- 
telligent, if he has the will and determi- 
nation to win and will make a sacrifice 
of pleasure and time, and bend his ef- 
forts toward one goal, will succeed. 
Loyalty is a big factor in life insurance 


work, It covers the broadest scope of 
human endeavor. The head of an 
agency or a company can do nothing 


unless he has loyalty. We should all 
work with our leader and with each 
other. Insurance salesmen will largely 
sell to men of their own day. You 


should grow up with the men to whom 
you sell insurance. 
aim to build a very substantial founda- 
tion as he goes along.” 

Mr. Taylor stated that the Missouri 
State Life has 
ance in force and there are 50 less peo- 
ple at the home office than there were 





Every agent should | 


now $200,000,000 insur- | 


before the new management took charge. | 


He said that the company is giving 25 


percent better service than it did when | 


He 


it had much less insurance in force. 


said that the St. Louis branch will write | 
this year $25,000,000 exclusive of group. | 


Thurman Made Big Success 


Kk. B. Thurman, manager of the Chi- 
cago branch was formerly manager at 
Cleveland. He took charge of the Chi- 
cago branch in May last and has now 
built up a staff of 40 producers. He 
called attention to the fact that they are 
practically all young men. He has oniy 
one more than 50 years of age. Accom- 
panying Vice-President Taylor to Chi- 
cago was Miles Heitzeberg, his assist- 
ant. 

Whatley Was a Guest 

S. T. Whatley, manager of the Aetna 
Life in Chicago and president of the 
Chicago Life Underwriters Association, 
was a guest. He called attention to the 
fact that in the six months’ contest con- 
ducted by the Missouri State Life in 
Chicago, 97% percent of the business 
came from the men in the branch office. 
Of the amount produced 74 percent 
came from men who joined the organi- 
zation since May 1. Mr. Whatley cau- 
tioned men starting in the business not 
to give up life insurance work, but to 
drive on past the time when they first 
feel discouraged. He said that the cause 
for so much turnover in life insurance 
sales forces is because men quit at the 
wrong time. Mr. Whatley said that 
when a man enters the business he usu- 
ally starts on his friends. This is known 
as friendship business. After a while 
this list is exhausted and then he goes 
out prospecting among strangers or 
mere acquaintances. 
likely to become discouraged. 
very time, Mr. Whatley said, that a 
man should drive on. Mr. Whatley said 
that life insurance is the best paid hard 


work in the world 
Burras Was a Speaker 
Charles H. Burras, manager of the 
National Surety and president of the 
National Association of Casualty & 


Surety Agents, recalled the fact that he, 
years ago, was attorney for Joseph H. 
Strong, now general agent of the John 
Hancock Mutual Life in Chicago, and 
while there a young boy came seeking 
for work. He was Martin Zitsmann, who 
is now one of the leading producers of 
the Missouri State Life in Chicago. Mr. 


Burras said that when a man has cour- | 


At this time he is | 
It is the | 


| given 


LOW, SURVEY SHOWS 


CHARITY IS LITTLE NEEDED 


Study Made in Typical Cities Discloses 
Only 25 Percent Need Aid 
After Age 65 


NEW YORK, Dec. 28.—Survey re- 
cently conducted by the National Civic 
Federation through its industrial welfare 
department has shown that in 11 cities 
and two smaller centers of the United 
States less than 25 percent of persons 
over 65 vears of age were dependent 
upon charity or their families for sup- 
port, and that only 2 percent receive 
aid from public or private charity. 

The result, to quote Chairman Edgar 
of the committee, disproves “a canard 
of unknown origin but frequently pub- 
lished in various forms to the general 
effect that 90 percent or more of the 
men of this country, upon reaching 65, 


become dependent for support upon 
friends, relatives or charity.” 
The investigators also advance the 


opinion that state old age pensions as 
substitutes for almshouses for the care 
of the aged would not solve the problem, 
pointing out that in Great Britain and 
Montana, where the plan been 
tried, it has proved ineffective. 
Vice-President James FE. Kavanagh of 
the Metropolitan Life and Vice-Presi- 
dent William J. Graham of the Equi- 
table Life of New York were members 
committee conducting the re- 


has 


mn 


Pittsburgh Sales Congress 


The annual sales congress of the 


Pittsburgh Life Underwriters Associa- 


tion will be held at the William Penn 
hotel, March 15 
age, tolerance and the will to do, he 


will get somewhere. 

Frank D. Loomis of the Hearst pub- 
lications said that this year there will be 
$16,900,000,000 new paid for business. 
There will be paid policyholders $1,500,- 


000,000. The insurance in force is $90,- 
000,000,000. There are 62,000,000 policy- 
holders. Mr. Loomis said that 52 per- 


cent of the new business being written 
is done by companies located west of the 
Allegheny mountains. He said that the 
average gain in new business this year 
i percent while the Missouri State 
Life shows a 35 percent gain. 


IS vo 


Jules Girardin, An Eloquent Speaker 


Jules Girardin, veteran representative 
of the Phoenix Mutual Life, stressed 
the growing importance of western com- 
panies and called attention to their con- 
tributions to the business. Mr. Girardin 
said that competition in life insurance 
had been the cause for its great prog- 
ress. Life insurance at all times in or- 
der to justify itself must perform the 
service intended. He said that an agent 
should not measure success by the 
money that he makes, but the way he 
makes it. While much praise is being 
to the “unknown soldier,” Mr. 
Girardin said that many an “unknown 
life insurance man” modestly and quietly 


had brought cheer and comfort to many ‘ 


a home. There are three factors in 
American life, he said, that will do more 
than anything else to drive out com- 
munism and radicalism, they being the 


home, a savings account and the life 
insurance policy. This trio, Mr. Girar- 
din said, is a mighty defense and a 


splendid platform on which to stand. 

T. R. Weddell of the “Insurance 
Field” and C. M. Cartwright of THe Na- 
TIONAL UNDERWRITER both spoke. At the 
close of the evening, A. A. DeLapp of 
the field force called attention to Mr. 
Thurman's great skill and record in golf 
and presented him on behalf of the 


|} agents with a golf costume and box of 


| 


golf balls 
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ALLEGE W. O. W. FUNDS 
USED FOR GLOBE LIFE 


FILE SUIT TO FORCE RETURN 


Three Policyholders of Fraternal Bring 
Action in Nebraska Against Officers 
of Organization 


LINCOLN, NEB., Dec. 29.—W. B. 
Price, Frank Folts and Charles Bowen, 
three members of the Woodmen of the 
World fraternal order, have applied to 
the state courts for an order on the 
Globe Life, requiring its officials, who 
are also officials of the Woodmen, to 
return to the treasury of the fraternal 
order the nearly $2,000,000 in cash that 
they allege was used in capitalizing the 
Globe, a legal reserve life company, 
which began business a short time ago 
with $1,000,000 capital and $1,000,000 
surplus. It is claimed that this 
done without proper authority, and an 
injunction is asked to prevent the op- 


was 


eration of the Globe Life, contending 
that its existence is a menace to the 
continuance of the Woodmen of the 


World, a mutual company. 
The state insurance department is mad 


assessment 


a party defendant in order that any or 
ders with respect to the issues raised 
may be made effective. 
Charges Made in Suit 
The Globe Life is headed by W. A. 
Fraser, who is also supreme comman 
der of the Woodmen of the World, and 


is incorporated in Delaware, but has 
headquarters in Omaha, where the fra- 
ternal also is located. Mr. Price charges 
that in the organization of the legal re- 
serve life company Mr. Fraser and 
other head officials of the Woodmen are 
seeking to do indirectly that which the 
legislature vetoed in refusing to pass 4 
bill that would have permitted the 
fraternal to be transiormed, by easy 
stages, into a legal reserve lite com- 
pany, without the proposal being sub- 
mitted to a referendum of members. He 
says that the field force of the Wood- 
men is also being employed to solicit 
business for the Globe. 


Sale of Building Attacked 


The federal court here has remanded 
to the state courts the action brought 
some months age by Mr. Price, at one 
time an official of the order, to annul 
a series of transfers by which the 
Woodmen headquarters building in 
Omaha was sold, title finally resting in 
a building company, officered by head 
officials of the Woodmen, at a price of 
$1,600,000, which he charges is grossly 
inadequate. He also asks, in that ac- 
tion, for the removal of the officers and 
the appointment of a commissioner to 
operate the Woodmen until the mem- 
bers elect successors. The trust com- 
panies in Cleveland and Chicago, which 
participated in the chain of transfers, 
took the case to the federal courts, but 
that tribunal holds that the real par- 
ties in dispute are all residents of the 
state. 


Approved by Department 
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ROW IN CENTRAL LIFE 
OF IOWA IS RENEWED 


ATTACK SECURING OF PROXIES 


Former General Agent Files Charges 
with Attorney General and 
Insurance Department 


DES MOINES, Dec. 29.—Charges 
that Dr. T. C. Denny, president, and 
Fred FP. Carr, general counsel of the 


Central Life of Iowa, solicited proxies 
in violation of the Iowa statutes were 
made by Walter Ferrell, former general 
agent of the company, following a spe- 
cial meeting at the home office of the 
company at which an amendment to the 
articles of incorporation was adopted. 

Mr. Ferrell in a petition of resistance 
filed with the attorney general and in- 
surance department on behalf of a group 
of policyholders urged that the depart 
ment and the attorney general refuse to 
approve the amendment. 

Allegations in Charges 


Solicitation of the proxies, Mr. Ferrel! 
charged, consisted sending policy- 
holders stamped postcards advising 
them of the coming meeting and admon- 
ishing them to be sure to mail their 
cards designating who was to act as 
their attorney or representative at the 
meeting. The cards contained the names 
of Messrs. Denny and Carr sug- 
gested attorneys, and also left a blank 
ior a written name 
Mr. Ferrell further 


ol 


as 


charged in the 


| petition that the section which proposes 


to change from the proxy to the ballot 
method of voting is illegal and against 
the best interests of the policyholders. 


Denny Defends Change 


Dr. Denny declared the proposed 
change to the ballot method of voting is 
not a radical change. He stated that the 


Bankers Life was one Iowa insurance 
organization that has used the ballot 
method for years. He stated further 


that under the proposed plan of mailing 


policyholders copies of all proposed 
amendments at least ten days before a 
meeting thev will have full knowledge 


of the pending measure and can vote 


| just as intelligently as any holder of a 





The insurance department has not 
challenged either transaction, the rec- 
ords submitted to it showing that the | 


national convention, the representative 


body of the order, confirmed the sale of 
the headquarters building and the acts 
of the officers in connection with the 
transaction. It also approved the plan 
of the Globe Life, the fraternal mem 
bers having full opportunity to 
stock in the new corporation and thus 
retire the holdings of the society as a 
whole. This latter provision complies 
with the Nebraska law relating to trans- 
formation of companies. Neither does 
the department regard the employment 
of agents to sell two différent kinds of 
insurance as inimical, that being a fre- 
quent practice among large companies. 


take | 


| the 


proxy possibly could. 

The section of the amendment which 
requires a copy of every proposed 
amendment to be submitted to the 
policyholders before action is taken, Dr. 
Denny said, is another new provision 
which will increase the voice of the pol- 
icvholders in the affairs of the Central 
Life. He declared there at present 
no such provision. 

Dr. Denny pointed to the section of 
the proposed amendment which will 
make it possible for 10 percent of the 
policyholders to call a special meeting 
on their own hook by submitting a writ 
ten request. He emphasized that this 
provision and others in the amendment 
were framed with the aim of giving pol 
icvholders added participation in the 
administration of the company, and t! 
the large number of proxies received in- 
dicates the wide acceptance of the 
amendment on the part of general 
agents and policyholders. 
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Reorganize San Francisco Office 


\ general .reorganization has beet 





made in San Francisco clearing ot 
fice of New York Life H R 
Winn, agency organizer, remains with 
that office, with an entirely new organ 


ization. In addition to the transfer ot 
R. R. Henderson, former agency or 
ganizer of that office. to Stockt 
agency director, already announced, ( 
H. Bradford has been transferred to the 
San Francisco Golden Gate branch 

agency director and B. W. Walker t 
same office as agency organizer. 
while Arthur Hutchinson is transferred 
to the San Francisco clearing office 
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VITAL CHANGES MADE 
BY AMERICAN CENTRAL 


Agency Organization, 
Rates and Policy Forms Are 
Affected by Arrangements 





REDUCED LAPSATION SEEN 





Company Puts Field Force Through 
Elimination Process for Purpose of 
Increasing Persistency 





1927 


American Central 


began 


I arly In the 


Indianapolis caretul 


ions for outstanding changes in 


























} 
ts system of agency organization, its 
premium rates, its policies, and its pro- 
gram of field development hese in- 

itions, to be annou ed t its ep 
sentatives Jan. 1, 1928, are the out- 
( 1@ OF several years of stud the 
] 1 1 wey hl ‘ 

ipany dealing vith probiems oi 
gency selection as directly related to 

e Satistactory renewal of business 
Briefly summarized, the changes are as 
follow: 

New and materially reduces ‘ um 
rates on practically all policy forms; an 
increase in income disability rates: the 

ldition of a disability ride rovid 

vy waiver of premiu a group o 
gency appointment torms so drawn 
to stimulate interest on the part of t 
agent in the renewal of business i ( 

rdance with certain pre-determined 
standards. 

Basis of Action Stated 

Che American Central in attacking a 
situation which confronts practically 
every life insurance company operating 

lay, based its action on these tl ies 

l rhe representative oO 1 sl 
terested, unambitious, tacking in initi 
ative, and not attentive to the renewal 

his business should be eliminated 

2. Demands for an abnormal volume 
ot new business, even when addressed 
to men of high ability, may prove 
dangerous unless existi agency con- 
tracts are particularly designed to re- 

rd only the production of renewable 





business and to guarantee production of 
that character. 


Compensation Should Be Right 


Premium rates should be so ad- 
justed as to make possible ample com- 


pensation to the producer, by paying 


im equitably for the writing of insur- 





ance which renews according to the 
company’s standards of measurement 
and at the- same time to safeguard ab- 


solutely the interests of the 
public 


With these fundamental necessities in 


Insuring 


mind the American Central devoted the 
vear 1927 to a close investigation of its 
field personnel Th hole rene 
ie personnel Ne whol agency 
olicy hinged itself on the removal of 

e unfit: the education and stimula- 
tion of the remaining representatives, 


the im- 
renewable 


concentration on 


with particular 
securing only 


portance ot 


} | 


susiness; and the gradual evolution of 

organization trained to select desir 
able clients and to sell those clients s 
effectivel that the persistence ther 


Field Turnover Reduced 


1 1 cS ' ’ 


wisdom or the pk las aireac\y 

ec! demonstrated during the experi 
mental period by reduction in field turr 
er, general improvement in the calib 
of its representatives, unusual improve 

ent in the company’s second prem 1 





ratio, heavy 


renewal and 
crease of production In 
result has been fewer and 1 
representatives writing proportionately 
more and better business 

The company’s new and re¢ 





Premium | 


LIFE 
|PRINTED PROCEEDINGS 
ARE BEING DISTRIBUTED 


REPORT OF THE CONVENTION 


Association of Life Insurance Presi- 


dents Send Out Very Valuable 
Volume of Material 





The printed proceedings of _ the 
twenty-first annual convention of the 
Association of Life Insurance Presi 
dents, held in New York on Dec. 8-9 
were issued Dec. 24 Copies are now 
being mailed to life insurance executives 

1 agents, supervising officials, libra- 
les, Insurance irnals and dai news- 





the United States 








Vhe ve rik cludes t y the 
rd « deliberat : € 
cent convention, but ] 
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ldress ind a col 
Va u pamphlet ualric it tie 
nce t ti SSK t I ee dist 
ution The book cogtains 288 izes 
win Is more t at ther issue since 
< rea ition oF the issociatl 
Phe 2s s tl ( vention ft 
ve ecn tte d $42 Ine sa ! 
ts Life ce I es the 
l ed States : ! er 1 
were 1 I It was irucs 
ve the associat s ve rie 
Revive Illinois Bankers Case 
WASHINGTON, Dei y— 
tion Tor a writ or cert ora; T i T 
‘ ect ers 
s | ‘ | S . 
1 ssed t | ited > . ( 
( Appeals Chi s ‘ 
s er e | ‘ es Sl ‘ 
( urt last week Lhe original 
» | 1 ] | 
Spr oheld. M resulted in the 
1Ni¢ i 4 receive CR 
ns o the co i i 
I} directors e ass 1 ‘ 
ut to sell yan old t i 
nd \ Tre to ‘ 1 ursed > ) 
Ooo Aprece 
prem rates should ac is spur t 
rth crease in luction Chis 
increase should prove of a so d and 


ment forms l de which it 
business will be writtet and renewed 


INSURANCE 


EDITION 


| CHANGES ARE MADE IN 
| NON-CANCELLABLE PLAN 


‘HAVE MORE RESTRICTIONS 


Continental Casualty and Continental 
Assurance Place More Safeguards 


About This Class of Business 














year Phe Continental 
time wo decided 1 
n< 4 icellal c olic 
no limit 1 time as to payment ol < 
nts It established iwowever, a non-« 
ellable poli wit maximum | p 
sum for which it w d be liable I 
naxin 1 a ’ leat nden ‘ 
rovid was $25,000. ‘I will \ 
r ( $10.01 
Continental Assurance Changes 
SO r is the Lo inenta Ass rancee 
the e compa s concerned \ 
erealt« write ( incellable 
es 1 $8 thal 1 vO ¢ 1 
s At the res¢ 1 crs 
an 1\ such a ] licy i 0 \ 
laus¢ It has reduced ts maxi 
de th beneht to $10,000 a ] 
mum n hly benefit to $250 a 
| st 1 « 2 ft 
¢ esta s ereatte it W 
niy take i 1] r i it 
n its , s < 
\ l le t i 
1 t > ince ( 
\ ( (Ass ice ft 18 
s t « 1 va ) rage musi s 
SY | | { 
ae s 
Many Automobile Claims 
Of the 206 death claims filed with the 
i-quitable | ‘ New York the = 
ths t the pres ea 1 r 
1 t ud double ce ity benefits 
{ WW ( iused by le t 
( ¢ tata s 
Union Central Life Convention 
l s years t i init ( \ 
m of the Union Cs il Life will 
held at the home office J 16-1 I 
Ss expe < that i t 500 agents w 
tter For these me in mteresting 
rogram of educational and recreati i 
eatures is recn ylar ne 


LEADERS AT BANQUET OF THE CHICAGO 
AGENCY OF MISSOURI STATE LIFE 





HILLSMAN TAYLOR 
Vice-President Missouri State 


E. 
Manager Missouri State 


B. THURMAN 
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be averted, but that men’s aims and am- 


HUGH D. HART SPEAKS TO 
ST. LOUIS ASSOCIATION 


Vice-President of Penn Mutual 
Life Addresses Underwriters 


on Insurance Trends 


EXPLAINS AGENT'S STATUS 
Responsibility of Salesman in Selecting 
Good Risks Stressed—Men Are 
Past Pioneer Stage 


( 1 seri of addresses made 
during visits to Cincinnati, Louisville 
1S s, Hugh D. Hart, vice 
resi e Penn Mutual Life, ap 
eare r the Lite Underwriters 
\ a _ I and the ger 
‘ el é 1 iwers < tive Same 
he é < ti em ent position 
M H t ( ! ‘ s ance atiairs 
‘ eC u ences on 
’ R 
Speaking e | ‘ ters Asso 
M H ed a usingly 
ent-d endency toward 
: emphasized 
that \\ ( namie inaer 
lied de life sur 
i i ellat no 
i et is ed f the title 
Pioneers’ Work Well Done 
1] reviewed ‘ ‘ 
tacies ti ] ‘ ents had to 
C 1 witl t ed ut that be 
c md de Il 4 ately tr 
! even t h it take 1 long time 
to make the new idea part of the textur 
ra ition tiie yioneers of life 
nsurance ork | ersistent effort, 
ive overcome the obstacles and suc 
ceeded in establishing the idea of lite 
nsurat is the foundation on which 
toda rests the tructure that has been 
erected He said "The upw ird chart 
ilies 15 illel with the upw ard chart 
‘ e showing an expanding con 
ception of the public to the uses of life 


nsurance 


He pointed out a fundamental differ 
ence between the ale life insurance 
the sale other commodities 


sales slow up, the 


model, 


automobile 


ind 
When 


manutacturers bring out a new 





which has the ettect ot mulating sales 
The actuaries long ago exhausted their 
new models’ and we, therefore, cannot 
pend on ideas of new policies tor stim 
ng our sales, but must go back to 
old princ iple and « nlargwe the concep 


tion of the average man and woman ol 
the uses of life insurancs This is the 
oint where the old-fashioned agent who 
was a seller of policies is being super 
eded by the modern derwriter who 1s 
1 seller of a plan of life insurance by 
which the enlarging « ptions of men 
at eir ambitions ma e attained.” 
Difference BRetween Agents Told 


In summing up the difference between 
the ld ishioned agent ind the new un 
erwriter, Mr. Hart said that there are 
vo mn il point ’ difference 
| t 1¢ uid ld agents sold 
‘ and 1 ta plan ot lite and set 

diy, the ol gent had as the under- 

‘ tive of his sellis process the 
idea that the prospect might avert a 
catastrophe The n ern underwriter 
ike more opti tic and constructive 


J rit 
w. His is not that a catastrophe may 


ms may, through life insurance, be 


brought to completi 


' 1 + 


Mr Hart laid 


n closing is address 
irticular stress on the responsibility 
ife insurance agents have in the general 
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- NEW 
- AGENCY 
~ CONTRACTS 


| 
| that will provide an entirely new 
| basis of compensation and offer 
| unique provisions for remunera- 
| tion on renewing business are 
| among the important changes in 
| American Central practice effec- 
| tive as of January 1,1928. These 
| new appointment forms are par- 
| ticularly designed to appeal to 
salesmen of ability and lasting 
| ambition. They will be of little 
interest to men of any other type. 


GREATLY REDUCED 
PREMIUM RATES 
AND NEW FORMS 


also effective on January 1, 1928, 
will enable American Central 
fieldman to write more and better 
renewing business. Coupled with 
the unique agency contracts, 
these rates and new forms place 
American Central men in an un- 
usually advantageous position. 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1899 


HERBERT M. WOOLLEN, President 
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welfare of their companies. The modern 
underwriter is a man who sees that the 
risks are properly selected. The influ- 
ence of medical selection of risks lasts 
only five years, and from the fifth year 
onward in the life of the policy the 
entire influence on which the company 
must depend for its mortality experience 
is the influence of the agent who pre- 
sented the risk. The average life of a 
policy is 16% years, and, therefore, for 
114% years from the time the medical 
influence disappears there prevails only 
the influence of the man who sold the 
policy. This imposes a burden of re- 
sponsibility that is perhaps the greatest 
responsibility on the shoulders of the 
underwriters. They are the selectors of 
the mortality of their companies, and on 
the outcome of the mortality depends, in 
large measure, the soundness or the un- 
soundness of the companies. Much 
more attention could be paid by the life 
underwriters not to records of premiums 
and business volume, but to the building 
and preservation of the mortality rec- 
ords of the companies. 








PROMOTIONS ARE MADE 
BY NEW YORK LIFE 
(CONTINUTC ED FROM PAGE 3) 
being Vice-President Thos. A. Buckner. 
He was born in Chicago and attended 


Yale University. He started with the 
New York Life as clerk in the agency 
department in August, 1915, and later 


was transferred to the inquiry division. 
In 1917 he became a member of the 
classification committee. He served in 
the war and on his return to the com- 
pany he assumed his old duties. He be- 
came a senior member of the classifica- 
tion committee in April, 1924, and has 
served as a member of the company’s 
insurance committee since April of this 
year. 

Mr. Judson began as a clerk in the 
premium collection division in Septem- 
ber, 1908. Later he was transferred to 
Secretary Ballard’s office. Then he went 
to the cashier’s department to assist 
handling Liberty bonds purchased by 
employes. In October, 1921, he was 
appointed secretary of the civil service 
committee. Mr. Judson among other 
duties has been supervising the work of | 
the salary division. He is the youngest | 
member of the home office official staff. 


Great Western’s Housewarming 


The Great Western of Des Moines 
will hold a formal opening in its new 
home office building on Grand avenue, 
Jan. 21, according to an announcement 
by President H. B. Hawley. Friends, 
visitors and policyholders will be shown 
the new building by special guides. 
Workmen have already begun moving | 
office equipment and fixtures from the 
old offices in the Hubbell building. 


Aetna Life’s Building Plans 

Interest is again being revived in 
Hartford in the new buildings of the 
Aetna Life and affiliated companies. 
The first official word on the subject for 
a long time came last week from Presi- { 
dent Morgan B. Brainard when the 
Aetna Life Men’s Club held its annual 
banquet. At that time President Brain- 
ard mentioned that he expected early 
developments with the proposed new 
building program of the company on its 
Farmington avenue property. While he 
did not state any exact time it is rather 
generally accepted that the company 
will soon consider bids and probably 
award a contract with the idea in mind 
of construction next spring. 


Barnes Wins Banner 


S. A. G. Barnes, Edmonton, Alta., 
manager of the Imperial Equitable Life, 
permanently won the president’s banner 
for production. The banner has been 
offered annually for the last seven years 
to the agent showing the greatest vol- 
ume of business during November. Mr. 
Barnes won it in 1925 and 1926 and his 
1927 win gives him the privilege of re- 
taining the banner permanently. ] 
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MUTUAL LIFE OF N. Y. 
AGENCY MAKES RECORD 





REACHES $20,000,000 MARK 





Herman C. Hintzpeter Makes Enviable 
Progress in Two Years as Man- 
ager in Chicago 





The Hintzpeter agency of the Mutual 
Life of New York in Chicago celebrated 
the passing of the $20,000,000 mark in 
new business in 1927 last week. Reed W. 
Wilson, president of the agency field 
club, traced the remarkable growth of 
the Mutual Life in Chicago since Her- 
man C. Hintzpeter became associate 
manager. Since the Hintzpeter agency 
came into being in January, 1926, it has 
produced $36,000,000 of new business. 
Beginning with October, 1927, the 
agency has written $2,000,000 of busi- 
ness a month. Mr. Wilson said it took 
the new regime only two years to do 
what it took the old one four and a half 
years to accomplish. Mr. Hintzpeter 
was presented with a large loving cup 
from the agents by Mr. Wilson. The 
latter praised his chief for his enthusi- 
asm and personality which has meant so 
much in bringing success. 


Given Bouquet of Roses 


Mrs. M. Wieland, in presenting the 
agency manager with a bouquet of roses 
from the office girls, labeled Mr. Hintz- 
peter “the greatest commander in the 
insurance field.” In commenting upon 
the cup and the flowers Mr. Hintzpeter 
said: “Now we won't have to say that 
we did it; we can show the proof of it.” 
S. D. Rosen gave Mr. Hintzpeter a fine 
tribute in an extemporaneous speech. 
Congressman Henry R. Rathbone, who 
is a neighbor of Mr. Hintzpeter, came 
all the way from Washington especially 
to speak. He commended the agency's 
achievements highly, saying: “It is won- 
derful to think of doing $20,000,000 of 
business in one year. Why down in 
Congress we think we are doing pretty 
good when we hand out that much in a 
lump sum.” In closing Mr. Rathbone 
told the agents: “You have the satis- 
faction of knowing that you are doing 
a legitimate business. You are scatter- 
ing blessings on the pathways of life.” 


Nathaniel Seefurth Speaks 


Two of the agents entertained by 
singing. They were W. R. Aylen and 
Ralph Golding. Edward Hintzpeter, 
son of the agency manager, led the sing- 
ing and did some solo damcing. Dur- 
ing the two-day session held by the 
agency field club, Elton Shaw spoke on 
“Things That Are Pertinent to Selling 
Life Insurance.” “Corporation and 
Partnership Insurance” was the topic of 
a speech given by Nathaniel Seefurth, 
president of the National Service publi- 
cations. T. S. Shattuc presided at the 
meetings and several of the agents 
aided in the discussions. Announce- 
ment was made of the leading produc- 
ers of the agency who have contributed 
largely to the success in reaching the 
$20,000,000 mark. They are as follows: 
Mrs. Emily Roby, S. H. Foreman, Da- 
vid Schnitzer, H. A. Dendman, N. H. 
Weiss, Arthur L. Myrland, T. S. Shat- 
tuc, Samuel Missner, R. M. Wilson, T. 
Waiss, S. D. Rosen, Leon C. Hunt, J. 
H. Siman, Geo. Vastine, Philip Malkon 
and George I. Glasser. 


“Christmas Tree” Drive Successful 


The Ohio State Life reports unusual 
success with a “Christmas Tree” cam- 
paign, running from Oct. 1 to Dec. 10, 
final settlement being in the office of 
the company by Dec. 17. Prizes of a 
varied character were awarded to agents 
who wrote and paid for certain quotas, 
the prizes being divided into three 
classes. In order to qualify, it was nec- 
essary to write and pay for new business 
on an average of $2,000 a week, $1,500 
a week or $1,000 a week. 
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Sentinel Agencies 
are sure of a 


Happy and Prosperous New Year 


IT IS GUARANTEED 
by their sales of the 


All Time Personal Protection Policy 


(Combined Life, Health and Accident Insurance) 





They are also supplied with: 


Net Rate Non-Participating Life Policy Forms 
Non-Cancellable Accident and Health Policies 
Home Office Direct Mailing Service 


SENTINEL LIFE INSURANCE COMPANY 


HOME OFFICE KANSAS CITY, MO. 























8 _THE N NATION AL UNDERWRITER December 30, 1927 



























































































































ETE OE OTE EOE OE OOOO Te EE | RESEARCH ‘BUREAU IS SHOW 2 PERCENT GAIN 
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Fy ie On Jan. 8 the Life Insurance Sales November sales of ordinary liie in- 
x is Research Bureau will mail to its mem- | surance in the United States by United 
F, ea] | ber companies an outline of the progress | States and Canadian companies, report- 
= D4 made in 1927. This report will show | ing to the Life Insurance Sales Research 
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®| A Sound Life Insurance Thought. Kg] | policyholders. The general conditions prevailing in va- { 
=| A Story of Life Insurance Service. Xe Conservation Principal Study rious parts of the country show their 
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®) :, : _ 
‘By general report on that subject was re- | after the flood which proved so disas- 
D . leased. This report show at 8 us to towns in the Connecticut river 
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By is stimulating to the individual and to the collective body of Following the bureau's general study | larger wheat crops and better general 
Es agents. iS of all phases of conservation, Volume | conditions. 
F fa] | V of the Manager's Manual was devoted Gain for Year 
5, : Pann % to the work of the manager in conserv- oe ‘dle Atlantic states 
FY The Bulletin has become an institution. BA] | ing business. This book was the result ie oe f = Feonarnses Mer on . third 
ife-i wise it i ic me i fal | of a personal study of over 200 agenci on Pee ae eee, eee 
:) Life epee dine ea yas m what nis daily Ds] | re Boo nting all ros of perl con's oy The of the entire business in the United 
5 paper is to the business man: he “couldn’t begin the day right i) | bureau's study showed that the manager | 5t@tes. Show a 9 percent loss this month 
BS without it.” b= 2g eatin Bee anage’ {from production in November, 1926. 
2 KJ} | or general agent occupied a key posi- =: i, - 
i 3 . A: tie - However, the section’s sales in No- 
® mj) | tion in the conservation problem, and eee tu . ° ‘ 
Rf that he has a wide range of opportunitie vember, 1926, had gained 12 percent over 
EY ° 5 : : ange of epportumitles | the same month 1925. The total pro- 
= to help in the conservation of business. . . picket aan 
e, =—_— a al : duction this month amounted to $205,- 
x = rhree meetings were held, two spring | ,,- a - - ; 
5) 3 ee ; . : 305,000. This section continues to lead 
= by] | conferences, one at St. Louis, one at he ie 7 fe . . meee 
| 8} | Toronto, and the annual meeting at Chi- me Colnry Wan KS Gee SS pee 
3 ies cago. Several phases of agency work for the vear to date and 6 percent for 
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5) | | 1927 were Dr. S. S. Huebner, Edward fice agency department 
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\ rai vaNtve 4 fav travian ‘= 2 e eer er : 
Hart and others of national reputation. Can Prove Suicide Motive 
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WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man. It's in your mind. 

If the answer does not satisfy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $70,000,000 in 
assets and over $343,000,000 insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 





DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


OBERT F. PALMER 
General Agent for Illinois 
BERKSHIRE LIFE INS. CO 
of Pittsfield, Mass. 


. La Sal 
CHICAGO, ILLINOIS 
































One of the biggest new developments 
of 1927 was the managers’ schools, which 
brought together 290 managers, genera! 
agents and supervisors of 66 companies. 
Five schools were held. at Chicago, 
Philadelphia. Memphis. Detroit. and 
Cleveland. The job of the manager was 
covered, following the general outline of 
topics in the Manager's Manual. The 
response to this new idea has been great, 
»s shown by the fact that the bureau has 
heen requested to hold eight schools 
during the first half of 1928. 

In 1928 the bureau plans to expand 
materially its study of the job of the 
manager, and to make an exhaustive 





on the ground of suicide are entitled to 
wide latitude in showing the motive for 
suicide, according to the United States 
Circuit Court of Appeals for the eighth 
circuit in the case of Occidental Life vs. 
Graham. The policy of the Occidental 
had a clause against suicide, sane or 
insane, within one year. In a suit on the 

policy the trial court refused to admit 

evidence tending to establish a motive 
for suicide and the verdict was against 
the company. On apneal the Circuit 
Court of Appeals made its ruling that 
the company is entitled to the widest 
latitude in establishing motive and re- 
versed the case. : 
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ADVERTISING? | 


The Peoples Life (Ill.) advertising is different. 
It is meant to be different. It is intended to 
convey the spirit of the Peoples Life (IIl.) 


If you like our advertising you will like 

our company. It offers to men{who have 
similar aims a most advantageous agency 
contract and an attractive line of life in- ! 
surance policies. 


If you have noticed our advertis- 
ing, won't you write us about it? 


THE PEOPLES LIFE (ILL.) 


4 > ° ADVERTISING MAN. 
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Over $118,000,000 Insurance in Force 


very desirable territory still open in its home State—TEXAS. Ex 


Opportunity for the right Senge in Senneses, Wtanesete, indie na, Oklahoma, M 
Cooperation. "For Information Adé 
CLARENCE E. LINZ, Vice Pres. and Treas. 
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YOUR SUCCESS 


as a life underwriter or general agent depends 
largely on the character of the company you rep- 
resent. 


Midland Mutual men are uniformly successful 
and prosperous because they command the respect 
and good will of their policyholders. Here are a 
few of the reasons: 


1. Never contested or compromised a death 
claim. 


2. Three extra dividends paid in past four 
years, 


3. Actual results show very low cost during 
first twenty years of its history. 


Let us tell you a hundred other good things about 
the Midland Mutual and our Ideal General Agency 
contract. 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises” 




















PROGRESS IN LIFE INSURANCE | 
SHOWN IN REVIEW OF PAST YEAR | 








EW paid for life insurance produc- 
tion during 1927, based upon re- 
ports for 11 months filed by so- 


$16,000,000,000. This includes ordinary, 
industrial and group and is about 2 per- 
cent gain over 1926. 

Ordinary life insurance, aggregating 
-7 of the grand total, experienced a gain 
of about 2% percent over 1926. Indus- 
trial life Gabeenen representing one- 
fourth of the total, gained less than 5 
percent as compared with 1926. Group 
insurance, which makes up the other 
one-twentieth of the total, suffered a loss 
in excess of 15 percent as compared with 
1926. 


Reasons for Unprecedented Increases 


The startling phase of this record is | 
that increase goes on despite the un- 
precedented continuous growth of the 
business during the past decade. Three 
outstanding recognized needs are re- 
sponsible for this remarkable expansion. 

First has come the dire need for pro- 
tection of the family, especially while 
adjusting itself to the loss of the prin- 
cipal-income winner. Historically this 


and the buying for this purpose has in- 
creased to tremendous proportions. 

A second marked demand has arisen 
from the desire of people to create a life 
insurance estate. Young married men, 
particularly, with education, promise, 
ambition and dependents, have wished 
to guarantee the completion of plans and 
the discharge of obligations which with- 
out life insurance cannot be consum- 
mated if the time limit is cut short by 
premature death. 

A third important need for life insur- 
ance, in contrast with the two preceding 
which are for personal reasons, has 
arisen in connection with the protection 
of some specific business enterprise. The 
human brain organizes, buys, finances 
and sells. Commercial life insurance, 
known as partnership or corporation in- 
surance, serves as a shock absorber 
when a crisis threatens a business unit, 
and protects the most priceless asset of 
any firm, the human brain, which is 
housed in a body so frail that diet affects 
its efficiency and a pin prick may result 
in its dissolution. 


Payments Create New Appreciation 


A new appreciation of what life insur- 
ance is doing was evident in 1927. In- 
surance officials and salesmen, as if 
themselves awakened for the first time, 
emphasized the immense returns being 
made to policyholders. In 1926, the 
grand total of distributions in the United 
States and Canada was $1,585,641,125. 
This is significant to the layman because 
it means that aggregate cash returns in 
any year almost equal the total pre- 


called old line companies, approximates | 


is the primary function of life insurance | 


By WM. RAY CHAPMAN 
Assistant Superintendent of Agencies, 


Northwestern Mutual Life 


|miums paid, and these returns were in 
| addition to those increases in reserves 
| which make the total accumulations so 
impressive. 

The outstanding development in life 
insurance in 1927 was the enlargement 
| of the public’s conceptions. When life 
insurance was useful only as a burial 
fund, sales were small. Earlier concep- 
| tions savored of a negative tone, and 
en never feel the same enthusiasm 


for a negative that they do for a positive. 

But life insurance is now becoming 
| known as a power in building up man’s 

property. 

| <A positive conception which goes be- 
|yond the protective feature has made 
| life insurance with its infallible safety 
an ideal investment. That life insurance 
|is the best investment in every sense is 
Le gee by the fact that it has the high- 
est rating possible on the ten standard 
bases, namely: security of principal; sta- 
bility of income without a reinvestment 
| Problem; marketability; value as collat- 
| eral; exemption from care, exemption 
| from tax; acceptable duration; conven- 
|ience of denomination; potential appre- 
ciation and satisfactory or fair income 
return. 

This positive conception is developing 
| so rapidly that in 1927 men bought life 
insurance in order to play golf in their 
declining years, and not merely for the 
sake of keeping away from the poor 


house; in order to endow colleges, not 
merely to send their own children 
through such institutions; in order to 


stabilize and enlarge their businesses, 
rather than merely to pay their firm 
debts; in order to build fortunes, not 
merely to keep from wrecking them. 


Other Outstanding Accomplishments 


The year 1927 was one of splendid 
cooperation between trust companies 
and life insurance companies. Lump 
sums at death do not always cover with 
certainty and completeness the needs of 
a policyholder. It is important, there- 
fore, to conserve as well as to create 
estates. Only the minor half of a man’s 
obligation is satisfied when an estate has 
been created; the more important half 
is carrying to fruition the purposes for 
which the insurance was bought. Trust 
companies can exercise discretionary 
powers in handling the proceeds of life 
insurance policies, and at least one hun- 
dred of the most successful trust com- 
panies in the country spent large sums 
of money in 1927 advertising life insur- 
ance as a medium for creating estates. 
Life companies themselves paid millions 
of proceeds under various income op- 
tions of settlement. Both banks and life 
companies are rendering a remarkable 
service to beneficiaries in wielding trust 





funds. 








PATIENT’S CONSENT IS NOT 
REQUIRED FOR OPERATION 





LINCOLN, NEB., Dec. 28.—Dr. 
Charles L. Egbert of Hastings and his 
insurance carriers won a $50,000 dam- 
age suit in the supreme court, when that 
tribunal rejected the common law doc- 
trine that before any surgical operation 
can be performed on a patient, in addi- 
tion to that contracted for, the latter’s 
consent must be obtained. The court 
says that doctrine was all right in the 
days before anesthesia was discovered 
and when patients looked on at their 
own operations. If in the course of the 
operation to which a patient has sub- 
mitted it becomes evident that to save 
his or her life further exploration must 
be made, all that is necessary is to secure 
the consent of the nearest relative or 

















legal representative who may be present. 

The suit was brought by Albert de 
Jung, whose wife was operated on for 
appendicitis. The surgeon discovered 
that her generative organs were so badly 
infected that death would follow within 
a short time if proper surgery were not 
applied. The husband denied he con- 
sented, but witnesses said he did. Death 
from peritonitis followed, and de Jung 
alleged malpractice. 

The court says that a surgeon would 
not be justified legally or morally in clos- 
ing an incision and not relieving an ap- 
parent danger simply because the patient 
has not consented. Where the patient is 
under an anesthetic, it would be wrong 
to require the surgeon to suspend oper- 
ations and wait until he could secure 
resuscitation and consent. All the law 
requires is that he use his best skill and 





knowledge. 





Shou 


ASS! 


Indus 


labor: 


revie 


fessio 
vious 
scient 
in ac 
yutlo 
meth: 
prove 
in cll 
ficien 
gives 
or tl 
nostic 
ndeb 
the € 
vhicl 


latabl 


lerw! 
comp 
ness 
entifi 
As it 
an f 
of th 
neces 


ing f 


assun 








XUM 


December 30, 1927 


LIFE INSURANCE EDITION ll 

















—_—— 











INSURANCE MEDICAL | 
FIELD BROADENING | 


| 


Should Permit Layman to Do the | 
Detail Work Without 
Protest 


i sama Ta | 
ASSIST PUBLIC HEALTH| 
ae 
Industry Recognizes Great Importance | 
of Health in Efficiency and 
Economy of Management 


In an address before the Iowa Medi- 
cal Directors Association at Des Moines, 
Dr. Henry W. Cook, vice-president and 
medical director of the Northwestern 
National Life, told of the broadening 
field of life insurance medicine. Dr. 
Cook said that it was no compliment 
to the medical profession to insist on 
its members doing detail and clerical 
work and that if a technician can do 
laboratory work better and mcre eco- 
nomically a licensed physician is foolish 
to resist a substitution. Dr. Cook’s 
speech in part follows: 

“The day has passed when the medi- 
cal director can be satisfied with a po- 
sition which merely involves laboratory 
technique in urinalysis, clerical work in 
reviewing medical examination blanks, 
dictating largely form letters, and bring- 
ing a purely clinical viewpoint to hazard 
a vague guess at the influence of a past 
or present physical impairment in an 
individual applicant for life insurance. 

Knowledge Should Be Accessible 


“It is a real loss to clinical medicine 
that the progress of insurance medicine, 
especially in its statistical, prognostic, 
diagnostic, and public health aspects is | 
not more readily accessible to the pro- 
fession at iarge. Insurance medicine ob- 
viously needs the best groundwork in 
scientific training obtainable, not only 
in acquired facts, but in true scientific 
outlook, in skepticism towards accepted 
methods, and in eager search for im- | 
provements. Training and experience | 
in clinical medicine alone are not suf- 
ficient. The modern medical school 
gives little if any teaching in biometry 
or the important statistical and prog- 
nostic side of medicine. We are largely 
indebted to the actuarial profession for 
the essential supplementary knowledge 
which makes clinical knowledge trans- 
latable into correct underwriting action. 


Executive Ability Necessary 

“The normal development of the un- 
derwriting function in a life insurance 
company necessitates executive and busi- 
ness ability in addition to the best sci- 
entific medical and actuarial equipment. 
As it has become evident that laymen 
“an function acceptably in certain parts 








ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 


A CHRISTMAS 
POLICY 


Properly presented, our Ju- 
venile policies have a wonder- 
ful appeal at this time of the 
year. Royal Union agents are 
suggesting Juvenile policies as 
practical Christmas gifts for 
the children. There is avail- 
able no finer exemplification of 
the Christmas spirit. For a lit- 
tle boy or girl, a policy for his 
or her “very own” is an endur- 
ing gift. 











These bustling days leading up 
to Christmas are finding our 
agents devoting their time al- 
most exclusively to the sale of 
our children’s policy forms. 





Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, lowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


A. C. TUCKER, President 

















of the underwriting department, it has 
necessitated the medical director emerg- 
ing from his professional insularity and 
assuming more and more executive and 
managerial control. He must become a 
departmental manager as well as a pro- 
fessional adviser. Here the leisureliness 
and vagueness so often met in profes- 
sional decisions must become standard- 
ized in order to permit of accuracy 
and promptness in action. There is no 
department of the company where 
promptness and definiteness of decision 
are more important than in connection 
with new business, where the placing 
of the policy is jeopardized by delay. 
Should Re Public Servant 

“The medical department which limits 
its function to underwriting alone is 
missing. the large field of usefulness | 
which civilized life is opening to medi- | 
cine, and which the many intimate so- | 
cial contacts of life insurance make par- 

(CONTINUED ON PAGE 29) 


THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


WITH ; sia 
PUGS OR PUUED. oc cc cccccvesctcecuscocsesesseasecsees Over Fifty Million 
SE Wino one 00 0040 nbecencedeesdcedamaesnssedeorennseeet Over Six Million 
AND THAT HAS ’ oat 
Paid Policyholders since organization. ............-.-+-+s+ss++5 Five Million 


WANTS—General Agents and Managers in 17 states 
Contract—Commissions or commissions and expense allowance 


Address: S. W. Goss, Vice-President, 134 N. La Salle St., Chicago, IIL. 




















George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agenta, 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washingtoa. 

Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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| 
‘| Insurance Stock 
° 
| Quotations 
HARLES SINCERE & CO., the 
Chicago insurance investment house 
gives the following stock quotations as 
of Dec. 27, through H. W. Cornelius, 
bd manager of the insurance department: 
at ree en V1 Div. 
Par Bid Asked 
e A. Lincoln Life... 20 30 35 5 
| Agricul. Life..... 50 53 ee a0 
In ne on Amer, Bankers...1.56%4 .. ee ‘o 
Amer. Cent. Life.100 190 =< s 
Amer. Drug. Fire 25 75 80 12 
eesseccoesscccsses Amer. Res., N. Y. 10 81 84 22 
Central, Ill. ..... 20 43 47 s 
Cent. States Life. 5 23 a 17 
. . . ’ Chicz F. & M.. 10 12 15 Ss 
We have just closed the most successful Policyholders ee lUrll he 
Service Campaign in our sixty years of history, and we are so Colum. Nat. Fire. 25 15 17 10 
elated over it that we are going to tell you confidentially of the } er pay One Ind. +4 108 -° 13 
outstanding achievements of three Union Central representa- Cont. Cas. ...... 10 75 77 16 
tives. Continental, Mo.. 10 30 34 10 
Detroit Life...... 50 . ap 8 
LOUIS M. GOLDBERG, of our Detroit Agency, canvassed Detroit Nat. Fire. 25 20 24 4 
. . : . Des Moines L. & A. 10 7 Bly ° 
315 old policyholders during the campaign and wrote 5 appli- Dubuque F. & M.100 § bi 30 
cations for $518,000 of new insurance. Excelsior ....... 5 ” 11 - 
Farm. Nat. Life.. 5 16 18 20 
C. A. LEAVITT, of Chattanooga. Tenn., called on 639 Ne ae pp . . 
policyholders and wrote 84 applications for $108,000 of new a a, «os lk 
business. Gen. Cas. & Sur.. 50 : - - 
3 Grange Life. 50 . in 12 
CHARLES A, BLATCHLEY, of New York, called on 273 ba or Cas... =. s. . rf 
ceil " c : ° . jreat Lakes ..... 0 ( 
policyholders and wrote 35 applications for $280,000 of in- pegs Te agiy dae REE 20 21% $1.40 
surance, Internat. Life.... 25 70 75 12 
mn = i 7 : Inter-Oc, Reins... .100 - ee es 
The Union Central Agency Force, in the course of a con- Inter-South. Life. 1 2% 3% 6 
certed campaign of real service to policyholders, wrote need og gala —- . 
$24,500,000 of applications, the greatest amount of submitted Lincoln Nat. Life 10 89 93 20 
business of any October in the Company’s history. Metrop. Fire..... 10 9 11 10 
Milw. Mech...... 10 59 2 18 
Mo. State Life... 10 80 82 12 
enenenennensonneee Montana Life.... 10 11 13 s 
Nat. Casualty.... 10 58 60 16 
New Bruns. Fire. 10 80 82 os 
e e | New Cent. Cas.. 50 85 95 8 
| he i Inion ( entral ‘ ife | New Eng. Fire... 10 47 — 15 
| New Hamp. Fire .100 350 os 16 
, North Amer. Life 50 176 185 20 
North. States Life 10 12 _ 8 
Insurance Company |N. W. Nat. Fire.. 25 175 <<. 30 
| New World Life. 10 1l% 13% S 
CINCINNATI | Ohio Nat. Life... 10 38 ea s 
| Old Colony Life... 10 on a 6 
Old Line Life.... 10 32 35 15 
ie Peoria Life ..... 10 5 s< 15 
Founded 1867 Pioneer Fire... > a <. + 
Fresid'tial F. & M 25 ae - * 
>: id j Security Life.... 10 os oa 0 
One and One-Third JOHN D. SAGE, Southern Surety..100 498 ie 
Millions in Force President St. Paul F. & M.. 25 235 245 14.4 
Union Cent. Life. 20 - oe 6 
West. Union Life.100 175 a 8 
| Wis. Nat. Life... 10 16% 17% 8 
| 
| 
| January Gompers Month 
| January has been designated Samuel 
; Gompers month by the Union Labor 
| Life of Washington, D. C., which will 
| endeavor to write $5,000,000 of new busi- 
ness during the period to honor the 
memory of the great labor leader. 

















Accident and Health Agents! 








Before you insure your client’s MOST IMPORTANT 
ASSET—his income—be sure that you represent an acci- 
dent and health insurance company that includes these 
THREE ESSENTIALS in its service program: 


Liberal coverage policies, 
Reasonable premium rates, 
Prompt claim settlements. 


Discriminating agents will like to represent the NA- 
TIONAL CASUALTY COMPANY because this kind of 
service assures success. 


We have some splendid open territories for REAL 
producers. If you belong to this class, we have something 
that will appeal to you. Address: 


NATIONAL CASUALTY COMPANY 


& # W. G. Curtis, President 














Security~-— 


@ When the Mutual Benefit was 


organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


Newark, N. J. 
Organized 1845 


Detroit, Michigan The Mutual Benefit Life Insurance Co. 
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COMPANIES PLACING 
MORE RESTRICTIONS 


Still Doubtful as to Underwriting 
Non-cancellable Health 
and Accident 


MUCH IMPOSITION SEEN 


Officials Declare That Tendency is to 
Take Advantage of the Policy 
Conditions 


The announcement that the Continen- 
tal Casualty and Continental Assurance 
of Chicago have placed further restric- 
non-cancellable 


the sale of 


health and accident insurance as of Jan. 


tions on 


1, brings up again the difficulties en- 


countered by the companies in writing 


this class. 


When non-cancellable health and ac- 
cident insurance first started, the pre- 
mium was placed at a ridiculously low 


rate. The main companies writing it 
were the Pacific Mutual, Travelers and 
Continental Casualty. Others adopted it, 
but gave it up. The Travelers later 
abandoned the plan. The straight non- 
cancellable policy has brought problems 
to companies that were decidedly exas- 
perating. As time has gone on the com- 
panies have built up as scientific system 
of rates as they could basing it on a lim- 
ited experience. They have introduced 
restrictions as to waiting period and 
have made the medical examination se- 
vere. In spite of all these regulatory 
measures the companies see that there 
are unknown contingencies in connec- 
tion with this form of insurance that 
make the future decidedly hazardous. 
Comment of an Authority 


One of the best known authorities 
who has had much to do with the non- 
cancellable insurance makes the follow- 
ing comment: 

“From an underwriting standpoint it 
is impossible to make an intelligent se- 
lection because men in all classes will 
impose on companies. We have found 
that applicants for insurance in spite of 
strict medical examinations and inspec- 
tion reports will tell half truths or will 
not reveal true conditions as to their 
health. In case of regular policies of a 
cancellable sort, applicants are not defi- 
ant in their demands. They realize the 
fact that they must be reasonable or 
the policy will be cancelled and they 
may not be able to get other insurance 
Attitude of Non-cancellable Claimant 


“The non-cancellable policyholder 
faces a company in an entirely different 
frame of mind. He is independent and 
unless there is some flagrant violation 
of the contract he realizes that he has 
the company by the neck. The only pos- 
sible way for a company to wriggle out 
is to establish some breach of warranty 


which is very difficult. We find that a 
man can exaggerate an ailment or he 
can feign one and it is impossible for 


us to disprove it. We find that many 
people will have a nervous breakdown 
ostensibly and will go awav for a year 
or so having a liberal benefit from their 
non-cancellable insurance. Nervous 
breakdowns constitute the most prolific 
cause of claims. Next comes tubercu- 
losis and then insanity. We have found 
cases of tuberculosis where a man has 
gone out into the Rocky mountains, 
and seemingly has recovered. However, 
he declines to return to work on the 
ground that if he does there may be a 
recurrence of his malady. 


Imposed on in Adjustments 


“We therefore are helpless in the 
premises. We realize that we have been 





THE NATIONAL 


HEREFORD GIVES HIGH 
SPOTS OF THE YEAR 


COMPANY SHOWS PROGRESS 


President of Springfield Life Tells Some 
of the Features of the 
Organization 


A. L. Hereford, president of the 
Springheld Life of Springfield, LIL, in 
his report at the annual meeting of pol- 
icvholders in that city stated that the 
total income for the vear ending Nov 
30, was $2,801,626 [The assets were 
$7,060,040 During the three vears that 
the company has been operating as a 
legal reserve company it has increased 
iis ledger assets 56.4 percent The death 
losses for the vear amounted to $1,134,- 
281 The surplus was $433,960 Dur- 
ing the vear the company adopted two 
$1 a month policies, one of which is 
or adults, age limit from 10 to 60 vears 


and the other for juveniles, from one to 
nine years. 

President Hereford said that the pol 
icv of the management is now and al- 
ways has been to increase the business 
only by individual applications and not 
by consolidation with or by taking over 
other companies, 


\ man hav- 
will make 


imposed on in adjustments 
ing potential benefits that 
him a good living does not hesitate 
take advantage of the company. A man 
may get all the non-cancellable insur- 
ance he can from different companies 
and also get life insurance with a total 
and permanent disability clause. He finds 


| 
himself therefore in a position to realize 
very handsomely on his insurance if 
he can establish a claim. He goes about 
it, claiming he is overworked and has 
nervous disorders. Where a man takes 
health insurance for example and knows 
that there is nothing organically wrong 
about him or no symptoms of any 
impending malady he will usually take 
out ordinary commercial insurance that 


has 


does not cost as much as non-cancella- 
ble. That will be entirely satisfactory 
to him. 


Selection Against the Company 


“If he is an honest man and has an 
honest claim he knows that he will have 
no difficulty in the adjustment. [If he 
surmises or knows that there is some 
thing wrong about him he will run the 
risk of paving more and take out non- 


cancellable insurance An otherwise 
conscientious man will not hesitate to 
impose on an insurance company Al- 
though the have been increased 
this has had but little effect in protect- 
ing the companies against imposition. It 
is the unseen and unrevealed that work 
havoc when it underwriting 
this class.” 

Some companies that write non- 


rates 


comes to 


can- 
been 
from life 

non- 


find that their agents have 


brokerage 
agents of other companies. The 

cancellable policy was intended to be 
the opening wedge for life insurance in 
the company in which the non-cancella- 


cellable 


soliciting business 


ble policy is written. It has been found 
that many non-cancellable agents will 
take such policies from other life agents 
thus enabling them to build up their 
own life insurance clientele. The Conti 
nental Assurance of Chicago has just 
made a new rule that hereafter it will 


non-cancellable insurance 
takes life insurance 


not write 
unless an 


any 
applicant 





in the company concurrently 
Take Out Group Policies 
The Fidelity & Casualty and the 
Northwestern National Fire have each 


taken out group life policies for their 
employes through the Metropolitan Life. 
the fire company securing accident and 
health protection as well. The Fidelity 
& Casualty coverage is $4,000,000, and 
that of the Northwestern National Fire 
$500,000 each for life and casualty. 





UNDERWRITER 


JAMES A. McLAIN HEADS 
GUARDIAN FIELD FORCE 


NEW OFFICERS APPOINTED 


Frank Weidenborner, Jr., Becomes As- 
sistant Superintendent of Agencies 
and Robertson Assistant Secretary 


President Carl Heye has announced 
that the directors of the Guardian Life 
have appointed James A. McLain super 


intendent of agencies; Frank F. Weiden 
borner, Ir., assistant superintendent of 
agencies, and Curtis Robertson, assistant 
secretary, all appointments to become 
effective Jan. 1 

Mr. McLain was born in Ohio and 
took engineering courses at Urbana 


university and Case School of Applied 
Science fter finishing Mr 
McLain went to Minneapolis, where he 
joined the Warren M. Horner agency 
For four and one-half years he sold in- 
surance and, following army service, re- 
turned to Minneapolis and acted as Mr 


" 
conuenc 








JAMES A. 


MeLAIN 


handling his 
clientele 


assistant in 


Horner's ! 
agency and large personal 


Attended Insurance School 


When the life insurance school at Car- 


negie Institute was announced, Mr. Mc 
Lain enrolled in the first class and fol- 
lowing graduation joined the Guardian's 
home office staff in January, 1920, as 
agency assistant His work for the 
Guardian brought him into intimate con- 
tact with former Vice-president T. Louis 
Hansen until the latter's death. Mr. Mc 
Lain had the benefit of Mr. Hansen's 
unusual agency experience so that he is 
well grounded in agency problems from 
the home office angle. In 1924, Mr. Mc- 
Lain was made assistant superintendent 
of agencies; in 1925, inspector of agen- 
cies; and his latest promotion places him 
fficially at the head of the field force 
f the Guardian 
Gets Experience in Field 


was born in St 
lege work at the 
Engaged in sell- 


Mr. Weidenborner 
Paul and took his 
University of Michigan 
ing. Mr. Weidenborner became inter- 
ested in life insurance in January, 1919 
He was in the field (except for the time 
spent at Carnegie Tech., where he grad- 
uated from the third school in 1920) un- 
til September of 1924, when he became 
agency assistant at the home office of 
the Guardian. It is interesting to note 
that both agency officials of the Guard- 
ian have come up from the ranks, with 
practical selling and agency experience 
to assist them in the performance of 
home office duties. 

Mr. Robertson is a native of New 
York where he attended public schools. 

(CONTINUED ON NEXT PAGE) 
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WIDE INTEREST SHOWN 
IN AVIATION FEATURES 





Is Now Important Topic of Dis- 
cussion Before Actuaries and 
Executives 


NEW HAZARD IS WATCHED 





“Conflagration” Possibilities Seen in 
Large Ships Carrying Officials— 
Liberalizations Are Urged 





With the growth in interest in avia- 
tion throughout the country, life under- 
writers are more and more giving atten- 
tion to this subject as an underwriting 
the subject 
consideration of 
reactions are gener- 

One calls for a 
marked liberalization in practice regard- 


problem. Two phases of 


are presented in any 


aviation and two 


ally encountered. 


ing flying, whereas the other urges a cau- 
tious program for the future, with a pos- 
sibility of even additional restrictions in 
certain cases. 


Some Urge Caution 


Those who urge caution in any future 
development cite the mortality possi- 
bilities in connection with aviation, com- 
paring it somewhat to the conflagration 
hazard of the fire insurance companies. 
This idea was clearly illustrated recently 
by one life underwriter who had been 
interested in the newspaper account of 
a large party of 21 company officials and 
friends making a tour of the country in 
a large company plane. Recognizing a 
number of the names, he checked the list 
and found that 18 of the prominent busi- 
ness men were policyholders in his com 
pany. They were large policyholders of 
the millionaire caliber. This particular 
plane was brought down in a fog at one 
time and during the long travel was con- 
stantly faced with the possibility of dis- 
aster. This life underwriter thought of 
the possibility of a crash in which 
those 18 policyholders might call upon 
his company for a claim It would 
have made a serious inroad in the treas- 
ury of even the largest company. 


Cite “Conflagration” Hazard 


As it was pointed out, this might not 
be an unusual case in the near future 
Many corporations throughout the coun- 
try are purchasing large airplanes for 
the use of their boards of directors, sales 
forces and business associates, to cover 
extended territories with a minimum of 


time expended. When groups of busi 
ness leaders from cither one office or 
one community of interest are thus 


banded together in a flight, there is a 
very great possibility that these will all 
be found to be policyholders in one com- 
pany. More truly of the large policy- 
holders than the small policyholders, 
they frequently run to one company 
through an office. This is natural, as 
a large producer invariably secures a 
verv large amount of business from one 
office, going from executive to executive, 


once the entree is made. This is just 
one possible mortality hazard, or “con- 
flagration hazard” which the actuaries 


are urged to consider before any under- 
writing changes are made. 


Some Uree Liberalization 


On the other hand appeals are coming 
to the actuarial offices from all parts of 
the country for a liberalization in under- 
writing rules, as those in the field claim 
they are losing much business as a re- 
sult of certain restrictions row included 
in the application form. Those forms 
which contain such statements as “Are 
you considering any aviation trip or like 
hazard?” are declared bv those in the 
field to be obsolete. The requirement 
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HE men who direct the 

destinies of an institu- 
tion are as important an 
indication of its strength 
as are the figures of its 
financial statement. 
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You are a producer 
You want a REAL job 
You believe in yourself 


A friendly interest is needed 
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Territory does make a difference 
S. M. CROSS, President 
OLUMBIA LIFE 
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of such a statement has lost much busi- 
ness and particularly the large business. 
Today the men who are prospects for 
millionaire policies are usually of the 
type who use the airplane for both busi- 
ness and pleasure. Perhaps they do not 
intend to take a trip immediately, but 
they do not care to say that such a trip 
is not contemplated, as it may be under- 
taken at any time. With the develop- 
ment of definite air lanes and air trans- 
portation companies into practically all 
corners of the country, the use of the 
airplane as a means of conveyance is 
becoming common. Thus the removal 
of this clause from the application blank 
is being urged or at least its modification 
to permit without question the use of 
definite passenger air lines, similar to 
the present practice of the majority of 
accident companies. 


Point to Experience 


The removal of restrictions in this 
connection by the accident companies 
is cited as basis for the underwriting 
soundness of such a change. Mortality 
statistics on air travel in Europe and 
those available for the brief experience 


in this country indicate that it is even 
a less notable factor than the automobile 
hazard and thus the liberalized feature 
can be adopted without danger. The 


| subject is of keen interest both in 





the field and in the home offices and 
the actuarial departments are giving it 
serious consideration. It was a topic 
at the recent meetings of both the Ac- 
tuarial Society and the American Insti- 
tute of Actuaries and will doubtless be 
one of the important problems in ac- 
tuarial considerations in the future. 


JAMES A. McLAIN HEADS 

GUARDIAN’S FIELD FORCE 

(CONT’D FROM PRECEDING PAGE) 

He obtained degrees at Columbia and 
Cornell university. Mr. Robertson en- 
tered the Guardian’s employ i in 1920. He 
was admitted as a member of the New 
York bar in 1925, and that year became 
assistant to the secretary, with particular 
reference to legal matters pertaining to 
insurance. His ability along this line 
merited the new appointment as assistant 
secretary. 








RECENT COURT DECISIONS | 














Assignment. 
Valid Against Insured’s Administrator 
Although Policy Provisions Not Com- 
plied With—This was a contest for 
money paid into court by an insurance 
company as the proceeds of a policy is- 
sued by it on the life of decedent, pay- 
able to “the executors, administrators 
or assigns of the insured.” The con- 
testants were a Mrs. E. and the ad- 
ministrator of the estate of the insured. 
The insured had made a gift of the 
policy to Mrs. E. who later returned it 
to him for safe keeping for her. At that 
time insured handed her a letter dated 


° ° e ! 
as of the time he had given the policy | pany 
| court in reviewing the record and in re- 


to her, addressed to the insurance com- 
pany stating that “in case of my death 
the beneficiary of this insurance * * * 
shall be paid * * * to Helene Elschepp” 
(Mrs. E.). The policy remained in a 
safe deposit box standing in the names 
of insured’s son and daughter until in- 
sured’s death. The policy contained 
provisions reserving to the insured the 
right to change the beneficiary by writ- 
ten notice to the company at its home 
office and also that any assignment 
thereof must be in writing, the original 
or a duplicate thereof to be filed at the 
home office of the company before the 
company should be deemed to have 
knowledge of such assignment. 

Held, that the fund in court must be 
paid to Mrs. E. There had been a valid 
gift of the policy to her and the sub- 
sequent return was not a surrender of 


When Gift of Policy | they made application for such protec- 


tion within 31 days after leaving their 
employer under the master policy. In 
the instant case the plaintiff suffered 
an injury while in the employment which 
resulted in his total and permanent dis- 
ability. Following this his employment 
was terminated, and the insurance com- 
pany notified of this fact. The plaintiff 
failed to apply for an individual policy 
within the 31 days following the ter- 
mination of his employment. The plain- 
tiff demanded the payment of disability 
benefits under the master policy. The 


| trial court rendered judgment in favor 


of the company. On appeal the higher 


| versing this judgment, said: 


“The provisions of both the master 


| policy and the certificate of insurance 





the gift, because the insured then gave | 


her a letter in the nature of a receipt, 
which evidenced her continued owner- 
ship of the policy and was an acknowl- 
edgment that he held it as her agent. 
Failure of the insured to comply with 
the policy provision that any assign- 
ment must be in writing cannot avail 
the administrator, because such pro- 
vision was an agreement between the 
insured and insurer alone, which the lat- 
ter waived by paying the proceeds of 
the policy into court. Although the in- 
sured could have made the policy pay- 
able to a new beneficiary only in the 
manner provided in the policy, he could 
make a valid assignment of it, because 
no individual beneficiary had any in- 
terest therein —Prudential vs. Deyer- 
berg, Court of Chancery, New Jersey. 
x * * 


Injury to Employe Under Group Pol- 
icy Held Compensable After Termina- 
tion of Employment.—In Murray vs. 
Metropolitan Life, supreme court of 
Mississippi, 110 So. 660, the company 


‘issued a group or master policy cover- 


ing the employes of a certain company. 
By the terms of this master policy the 
individual employes were permitted to 
continue their insurance after the ter- 
mination of their employment, providing 


giving the insured the right, within 31 
days after the termination of his em- 
ployment, to demand a policy of insur- 
ance on his life, although such a policy 
might make provision for disability, 
would be of no benefit to the insured in 
respect to past injuries and resulting 
disability, because such a policy would 
only cover disabilities occurring after 
the issuance of the policy. 

“That the liability of the insurer for 
any disability occurring before the ter- 
mination of employment is not affected 
by the failure to demand and secure the 
issuance of a life policy is made more 
manifest by the fact that, under the 
original policy contract, further payment 
of prem iums after total and perm: anent 
disability was waived, while under this 
life policy, which was to be issued upon 
demand after the termination of employ- 
ment, and which was to be in some one 
of the forms of life insurance contracts 
customarily written by said insurer, the 
premiums were required to be paid by 
the insured, and any right to disability 
benefi ts would be measured by the pro- 
visions of that contract, whatever they 
might be.” 

* * x 

Agent with power to solicit insurance 
held not to have authority to bind his 
company by oral contract of insurance.— 
In Jones vs. Great Southern Life, Court 
of Civil Appeals of Texas, 289 S. W. 
450, an agent of the company received 


| an application for a life policy for $2,000. 
| This application contained the following 





stipulation: 

“That no statements, promises or in- 
formation made or given by or to the 
person soliciting or taking this applica- 
tion other than those written and con- 
tained herein shall have any binding 
force or in any way affect the rights 
of the company.’ 

Note Given for Premium 

The applicant gave a note for the 

first premium which the agent for- 
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warded to the company along with the 
application. However, the applicant 
died before the company had completed 
the investigation of the risk and the 
note was returned to the beneficiary. 
On this state of facts the plaintiff, 
beneficiary, attempted to recover against 
the company on an alleged oral contract 
of insurance. 

In support of this plaintiff introduced 
certain evidence to the effect that the 
local agent stated that the insurance 
would become effective as soon as the 
plaintiff wife had passed the examina- 
tion made by a physician. The trial 
of the cause however, resulted in a 
judgment in favor of the insurance com- 
pany. 

Judgment Is Affirmed 

On appeal the higher court in re- 
viewing the record, and in affirming 
the judgment, said: 

“It is without question that the lan- 
guage quoted in reference to statements, 
promises, or information made or given 
by Gage while soliciting the insurance 
was sufficient to put appellant or the 
insured upon notice that he was a spe- 
cial agent, or that his powers were lim- 
ted, and if they had made inquiry they 
would have found that he was merely a 
soliciting agent for obtaining and sub- 
mitting applications for insurance to the 
company and could only perform such 
as were incidental to that power. * * * 


Fire Case Is Cited 


“In the recent case of Texas State 
Mutual Fire Co. v. Richbourg, 257 S. W. 
1089, by the commission of appeals, it 
is held that no presumption exists that 
an agent has authority to make an oral 
insurance contract for an insurance com- 
pany; but that authority must be proved 
affirmatively by the party asserting the 
contract. 

“In a more recent case of Southern 
Surety Co. vs. Benton, 280 S. W. 551, 
the commission of appeals construed a 
notice of limitations upon the agent’s 
authority contained in the application, 
which was similar to the one above 
in this case, and held that in executing 
the application applicant had notice that 
the agent could not waive any provision 
of the policy. We find no error in 
the judgment, and it is affirmed.” 


*_ * * 


Obvious Mistake in Writing in Sur- 
render Value of Policy Held Unenforce- 
able i Insurance Company—In 
Hibbard vs. North American Life, su- 
preme court of Wisconsin, 212 N. W. 
779, the company issued a life policy 
which contained certain loan and sur- 
render values. It also contained cer- 
tain options of settlement at given pe- 
riods, and in executing the policy its 
surrender value at the end of 20 years 
was mistakenly written in for 10 years. 

The insured at the expiration of 10 
years desired to obtain a loan and he 
then discovered the large surrender 
value at that time. The insured applied 
for the surrender value, but the com- 
pany refused to pay it on the ground 
that the amount had mistakenly been 
written into the policy. The insured 
thereupon brought action and recovered 
a judgment in the lower court. On ap- 
peal the higher court in reviewing the 
record, and in reversing this judgment, 
said: 

Judgment Was Reversed 

“Plaintiff was a business man 48 years 
of age, who had had some experience 
in entering into insurance contracts. He 
had previously taken out four or five. 
He desired to secure a policy that would 
upon his death pay $100 monthly install- 
ments for 120 months, or $10,260 in one 
payment, at the option of the beneficiary. 
The policy also provided for other op- 
tions. 

“The annual premium was $378.40. He 
does not claim that the subject of op- 
tions was particularly spoken of at the 
time the policy was contracted for. He 
did not observe the terms of Option 2 
as written in until about 10 years after 
the policy was issued, when he wanted 
to make a loan on it. The defendant 
was in the insurance business writing 





policies upon terms that would enable 
it to continue in that business and re- 
main solvent. 


Mistake Was Pointed Out 


“Indeed, our laws require it to make 
the terms of policies such that it can 
meet all lawful demands. It is shown 
by uncontradicted testimony by the ac- 
tuary of the company that in the option 
portion the word ‘ten’ before the word 
‘years’ was by mistake written in by a 
clerk of the company instead of the 
word ‘twenty,’ and the year 1920 was 
mistakenly written instead of the year 
1930. 

“Like testimony shows that the an- 
nual premium of $378.40 would under 
any rational insurance business do no 
more than earn $2,076 in 10 years and 
carry the risk. It also shows that if 
plaintiff could recover the amount 
claimed he would get more than he paid 
in and have insurance for 10 years in 
the amount of $10,260, the cost of which 
would be not less than $2,000. In view 
of such testimony and such a result, can 
it for a moment be seriously claimed 
that such was the contract the parties or 
either of them had in mind? We think 
not. * & 8 

Trial Court Erred 


“And it is held that such was the 
contract actually entered into, and that 





the terms of Option 2 as written in 
failed to express the intent of the par- 
ties. Such intent is expressed in the 
table of loan and cash surrender values. 
It follows from this that the trial court 
erred in permitting a recovery under 
Option 2 as written. Judgment reversed 


‘and cause remanded for further pro- 
| ceedings according to law.” 


Client by phone to agent: “Say, just 
received your policy on my household 
| stuff; but like my wife’s evening dress, 

it doesn’t fully cover. I'll call and tell 
| you what I want added.” 





Minn., N. M., 


A Wider Field— 





We have openings in Ala, Ark., Dela.. D. C., Fla, Ga., Ill, Ia. K i 
ic tik tb , Kans., Md., Mich., 
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terly premium 
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Because we have 


Policies for substantial amounts (up to $5,000) for Children on variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 


Participating and Non-Participating Policies. 
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Home Office, Washington, D. C. 


Birds of a Feather 


You will always find successful men associated 
with other successful men and organizations. 


ACACIA Agents Are Successful 


associate themselves 


progressive organization—one which has more than 
doubled the business on its books in less than five years. 


ACACIA now has over $250,000,000 insurance in 


Liberal first year commissions and a monthly salary 
plan far superior to the old renewal contract. 


If you are not under contract, it will pay you to in- 
quire about our unique monthly salary income to 
agents. We will be glad to show you how you can 
build up a permanent business that will give you a 
steady income in later years. 
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DOUBLE INDEMNITY 
CLAIMS NUMEROUS 


LIST OF NEW YORK LIFE 





Automobile Accidents Constitute the 
Largest Percentage—Called the 
“White Man’s Menace” 


The New York Life comments on 
November double indemnity payments 
for fatal accidents among its own policy- 
holders. There were 58 payments dur- 
ing the month. Of these, 12 were the 
result of auto accidents, which the New 
York Life calls “the white man’s men- 
ace.” One policy had been in force 
only one month and 10 days. Another 
on the life of a 23-year-old student for 
$5,000 had been in force for four months 
and 24 days. 

Other Claims Paid 


Outside of the automobile accidents, 
other November claims for double in- 
demnity paid by the New York Life 
were as follows: 

“A housewife in Delano, Minn., 31 
years old, was struck by lightning Oct. 
28. Who would have thought it! 

“A salesman in Milwaukee in draw- 
ing turpentine from a tank spilled some 
of it on the floor and to absorb it threw 
sawdust over it; he then shoveled up 
the sawdust and threw it into the fur- 
nace, causing the flames to shoot out, 
ignite his clothing and burn him to 
death. His $3,000 policy which had been 


in force only five months became payable | 


with double indemnity for $6,000. 
Drowned in the Flood 


“An insured in Barre, Vt., was 
drowned in the New England flood. 
Fortunately he had $6,000 insurance and 
his estate received $12,000. One of his 
policies was taken June 30 and was in 
force only five months and three days. 

“A 17-year-old student of Patten, Me., 





LIFE INSURANCE 
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; SF : 5 
and four companions were drowned | living policyholders, totaling $257,561, 
when a canoe in which they were rid- | included annuities, disability payments, 
ing while on a hunting trip was caught income to insured payments, etc. 
in the New England flood and turned Of the total paid to beneficiaries, $112,- 
over; and $2,000 became $4,000, for | 590 or nearly one-fourth of the total, 
which $8.64 had been paid in three years was to beneficiaries of policies in their 
for the D. I. service. | Sret year. 
saittinaiaimtiaiss 
Hunting Accidents | DATES OF ROCKWELL SERIES 





“There were some hunting fatalities. 
Our insured and a friend, Westport, 
Wash., were hunting ducks, insured | 
swam out after a wounded bird that had 
fallen in the water, was seized with 
cramps and drowned before his friend 
could render assistance: $3,000—$6,000. 

“An Illinois farmer, 28 years old, was 
paddling a canoe after ducks when the 
canoe capsized and our insured was 
drowned, the two friends on shore be- 
ing unable to assist him; $5,000—$10,000. 
Another hunter was killed when a rusty 
shell he was trying to dislodge from his 
shotgun exploded; $2,500—$5,000. A 
19-year-old student, Bunkie, La., hunt- 
ing with a friend, stumbled, fell, was 
killed by his own gun. 

“A 16-year-old clerk, Anaconda, 
Mont., hunting all day with several com- 
panions, became tired, sat down to rest, 
and pulling his gun toward him dis- 
charged it, injuring him fatally; policy 
in force 11 months and 7 days, $1,000— 
$2,000. 

“Three other fatal hunting claims were 





to Tour Canada During Next 
Three Months 





The dates and the places of the meet- 
ings of the Rockwell congress series for 
1928 has been announced by the Canada 
Association. Dr. Charles J. Rockwell, 
editor of the “Insurance Salesman” and 
a prominent educator of salesmen, will 
conduct the series. Dr. 
cover such subjects as “The New Sales- 
manship,” “Everyone a_ Prospect,” 
“Broaching the Subject.” “How to Sell 
Your Prospect,” “Settling the Estate,” 
“Meeting the Sales Resistance,” “Sup- 
porting the Family,” “Service to Policy- 
holders With Profit” and other special 
features. Meetings will be held at the 
following cities at the given dates: Tor- 
onto, Jan. 4-6; London, 9-11; Hamilton, 
Jan, 12-14; Vancouver, Jan. 19-21: Ed- 
monton, Jan. 23-25; Calgary, 26-28; 
Saskatoon, Feb. 2-4; Regina, Feb. 6-8; 
Winnipeg, Feb. 9-11; Peterboro, Feb. 
paid, one on the life of a Georgia drug-| 15-17; Ottawa, Feb. 20-22; Montreal, 
gist whose $25,000 policy became pay- | Feb, 23-25; St. John, Feb. 27-29: Halifax, 
able in one year and 11 months for | Mar. 1-3. , 
$50,000!" 





Connecticut General Meeting 


President R. W. Huntington gave the 
opening address at a regional meeting 
of the general agents of the Connecticut 
General Life in Boston last week. Vice- 
president Walter I. King, who was chair- 
man of the business sessions, announced 
that this was the first of the regional 
meetings to be held by the general 
agents of the company and that they 
are to take the place of the conference 
of all general agents which has usually 
been held in Hartford in January. Sev- 


Bankers Life November Payments 


Payments by the Bankers Life of 
Iowa to living policyholders in Novem- 
ber totaled $515,729, which figure came 
within a few thousand dollars of equal- 
ine the amount paid out by the company 
in the form of death losses the same 
month. The latter payments for Novem- 
ber totaled $523,000, involving a total 
of 118 separate claims. 

Dividends to living policyholders ag- 
gregated $258,168. Other payments to 





Prominent Editor and Educator Plans | 


Rockwell will | 


December 30, 1927 


| eral home office men were on the pro- 

gram, including Vice-president J. M. 
| Laird, L. G. Sykes, medical director, 
and G. W. Skilton, comptroller. 

The general theme of the conference 
was “organization building.” This was 
ceveloped by the general agents, headed 
by E. H. Barlow of Springfield, Mass., 
and followed by A. L. Intlehouse of 

| Providence; R. H. Brown of Bridgeport: 
P. H. Kent of Rutland, Vt.; O. S. Spen- 
cer of New Haven. 

Announcement was made that the 
other regional meetings will be held in 
Philadelphia, Rochester and Chicago 
next month. 


|REPORT ON EXAMINATION 
OF COMMONWEALTH LIFE 





Following the completion of a con- 
vention examination of the Common- 
wealth Life of Louisville by the Ken- 
tucky, Alabama and Florida depart- 
ments, the company has innounced that 
it had insurance in force ec. 1 of $100,- 
053,532. 

The examiners for the three states 
in their reports say that the company 
“is in excellent financial condition. Its 
affairs are ably managed, and every care 
is exercised to guarantee its policyhold- 
}ers and stockholders absolute security 
and protection. The company has grown 
consistently under capable management, 
which has remained practically un- 
changed since the inception of the com- 
pany, until today it occupies a command- 
| ing position in the insurance world. Its 
investments are sound and well selected, 
the general policy of the company be- 
ing conservative, yet progressive.” 

In connection with his approval of the 
| resolution of the board of directors in- 
| creasing the capital to $1,500,000, Com- 
| missioner Saufley of Kentucky sent a 
| letter to President Darwin W. Johnson 
| congratulating him on the showing 
|made in the examination and stating 
|that the company’s officials and its 
agency staff deserves a high commen- 
‘ dation for the fine work they have done. 











LINCOLN 


MEN OF VISION— 


CHOOSE OUR COMPANY, BECAUSE— 


It is old enough to justify confidence. 
It has had enough successful business experience to guarantee future success. 
It has the necessary equipment for the salesman. 
It issues a complete line of up to date policy contracts, both participating and non-par- 
ticipating, with Double Indemnity and Disability Benefits. 
It has an educational program for the agent that will materially aid in promoting 
success. 
It will give you Home Office cooperation that is worth while. 
The agency management is under men who have had actual experience in the field. 


If you feel that you are qualified and there 
ts a reason for you to be interested, write 


A. B. OLSON, Manager of Agencies 


BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


- NEBRASKA 
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FROM THE FIELD 


LITTLE LIFE STORIES Ne 2 | 











Twenty times [om R.would have 
gone back to failure....fwenty times 


his Company brought him back on the 


road to success 


Twenty times during the first six months he 
would have gone back to the shops and failed, had 
it not been for the care and attention of his man- 


HEN 31 years old Tom R. was a boiler- 
maker in a railroad shop. He lived in a 
working man’s district and supported his wife 
and their six children on wages of $125 a month. ager. 
Today he has retired from the life insurance 
business . . almost a millionaire. The comfort, 
freedom and security that go with success and 


A friend persuaded him to leave the shops and 
sell life insurance. At the end of the first five 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


months he was in debt about $400.00. During 
the sixth month he wrote a policy with a prem 
ium sufficient to pay his bills and buy a few 
pieces of furniture his family had wanted for a 
long time. It also established confidence in him- 
self, which never failed again. 


CAREY G. ARNETT, President Ee 


Home Offices: Louisville, Kentucky 


fortune, are his. 
His old manager is an officer of this Company 
He is still helping men to find themselves, 


today. 
and to 


to have vision and purpose, to stick 
succeed. 


“Carrying Our Men To 
Success With Us’”’ 
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Danger in Company Manipulation 


THE suggestion that the life insurance 
business may be riding to a fall through 
the manipulations of promoters and con- 
solidators and that some of the mergers 
in life insurance are likely to be investi- 
gated shows the direction the wind is 
blowing even if a storm does not result. 

The manipulation of mergers and the 
sale of companies is based on the theory 
that there is a lot of money in the life 
insurance business. How this can be the 
case when most of the great organiza- 
tions of the country are mutual, without 
profit to stockholders, and conducted at 
least as ably as the stock companies, is 
a vagary which shows that there are a 
lot of people in the life insurance busi- 
ness who are not especially sound- 
minded. 

One of the troubles with the life in- 
surance business is that some insurance 
commissioners are not doing their full 
duty. Some of them permit almost any 
scheme of manipulation to get by them, 
and yet they assume that they possess 
autocratic powers when it comes to the 
regulation of some of the other features 
of the business. We make this comment 
on the insurance commissioners in all 
kindness as we regard them as an honest 
and well-intentioned set of men on the 
whole but they are certainly very little 
protection to the public and to the busi- 
ness when it comes to such matters as 
mergers and company manipulation. 
The responsibility for regulating the life 
insurance business and keeping it on a 
sound basis in all its aspects should be 
put squarely where it belongs, and that 
is up to the commissioners. 

The life companies of the west and 
south have a splendid future if they will 
observe certain fundamental facts and 
trim their sails accordingly. To assume 
that because a company has thirty or 
forty million dollars insurance in force 
its stock is a gold mine is to disregard 
obvious conditions which would be no- 
ticed at once in any other industry. 

A thirty or forty million dollar com- 
pany is about the same as a general 
agency for one of the big companies, 
and should be so organized and con- 
ducted as to expense. It used to be said, 
in the pre-Armstrong days, that after 
a company had reached $10,000,000 in 
force it was an established concern, but 
we must remember that conditions are 
entirely different now and that we are 
dealing in larger figures. A life company 
is exactly like a concern in any other 
line of business. To build it up is a long, 
laborious process, involving sacrifice, 


economy and far-sighted business judg- 
ment. Every one of our great companies 
proves this fact. Character is at the core 
of every company organization that may 
hope for success. 

The trouble in some companies is that 
the qualities that make for successful 
field generalship and business getting 
are not always combined with astute 
and cautious home office management. 
Field expenses are allowed to become 
too heavy since it is easier to get agents 
by paying an extra 5 percent commis- 
sion than to enlist them on more solid 
and secure grounds. Many officers are 
willing to draw larger salaries than the 
size of the business warrants. Contrast 
this spirit with that of a former vice- 
president of the Eguitaste LIFE oF 
Iowa when it was in the up-building 
stage who refused for years to draw 
more than $3,000 a year salary. With 
agents and officers ready to take more 
than they should, the stockholders them- 
selves are not backward. Instead of let- 
ting a company’s stock increase in value 
gradually as would that of a bank, mak- 
ing a good investment over a period of 
years, some life insurance stocks jump 
beyond all reason and the future is dis- 
counted for a couple of decades, assum- 
ing that everything goes swimmingly. 

What is the result of this set of con- 
ditions, in some cases at least? It is 
that the officers and stockholders “pass 
the buck” and start manipulating with 
a view to consolidation. Thus we have 
the custom of trafficing in companies, a 
process with which the insurance com- 
missioners do not seem to think they 
are concerned. 

Every company that goes out or is 
a failure is a black eye to the business 
as a whole. There is scarcely a com- 
pany in business which cannot be made 
a success with the right kind of man- 
agement in control. These men have 
the choice of becoming sound and stable 
financiers of their communities or to 
pose for a brief period as Napoleons of 
finance with a resulting crash or an 
anti-climax. 

Some of the insurance commissioners 
need to clear up their thinking on these 
matters. They are the accepted guard- 
ians of the public and of the life insur- 
ance institution itself. The institution 
as such has the right to look to them 
for protection, as their expense is borne 
by the business. We are living in a 
period of mawkish sentimentality as re- 
gards the administration of our laws, 
especially our criminal laws, and of loose 





and vapid thinking as regards financial 
and social problems. We need a few 
Grover CLEVELANDS in public office, who 
have no difficulty in distinguishing right 
from wrong. 


And by the way, GrRovER CLEVELAND, 
the first arbitrator and high commis- 
sioner of the life insurance business, is 
not a bad example for insurance men to 


follow. 











PERSONAL GLIMPSES OF LIFE UNDERWRITERS 








Charles A. Peabody, who retired from 
the presidency of the Mutual Life of 
New York last August, was guest of 
honor at an informal dinner given in 
the University Club in New York, re- 
cently, by the official staff of the com- 
pany. President D. F. Houston, his 
successor, and Messrs. Harry B. Thayer, 
Charles S. Brown and Joseph S. Auer- 
bach of the Mutual Life’s board of 
trustees were also present. Mr. Pea- 
body was recipient of a silver framed 
clock presented to him as a token of 
esteem and respect. He expressed his 
pleasure in meeting with his friends and 
associates of the last 21 years, referring 
to his pride in the company he had 
served and of his hopes for it. 


George L. Williams, vice-president of 
the Union Central Life, returned to 
his office in Cincinnati last week after 
an absence of several months following 
an operation at the Mayo Brothers 
clinic at Rochester, Minn. Mr. Wil- 
liams is looking hale and hearty and was 
cordially welcomed on his return by his 
office associates. 

R. E. Caves, agent for the age 
Life of New York at Niagara, Wis., 
town with a population of about 2.000, 
has a record of paying for $100,000 worth 
of life insurance his first four months in 
the business. He expects to set a record 
for his first year in production in a small 
city. 

Atlee Pomerene, former senator from 
Ohio and prominent as an attorney in 
the government oil cases, visited the 
home offices of the Royal Union Life 
in Des Moines recently to attend an 
executive committee meeting. Senator 
Pomerene is a member of the Royal 
Union Life board of directors, in addi- 
tion to being on the ¢: executive committee. 


M. N. Hatcher of Hatcher Brothers, 
Fargo, N. D., state agents for the Great 
West Life of Winnipeg, in his work 
throughout the state in urging farmers 
to diversify in farming, is realizing a 
boyhood ambition which was thwarted 
by sickness in the family. In his youth, 
through association with his father, who 
raised purebred stock, Mr. Hatcher be- 
came interested in this venture but after 
his father’s death the health of his 
mother demanded the removal of the 
family to a dryer climate and the subse- 
quent business course. Mr. Hatcher is 
a firm believer in diversified farming and 
with the help of the Great West Life, 
North Dakota railroads and other insti- 
tutions, has got together a pamphlet of 
great value. 


Col. Matthew H. Taggart, Pennsylva- 
nia insurance commissioner, who has 
come into prominence on account of his 
agency license system and the fact that 
he has come to the front in the National 
Convention of Insurance Commission- 
ers, has now become an interesting fig- 
ure to the insurance fraternity. 

Colonel Taggart lived for many years 
at Northumberland, Pa., having gone 
there in 1882. He was born in Union 
county, Pa., Sept. 4, 1878. Colonel Tag- 
gart has a distinguished war record. He 
enlisted in the National Guard and be- 
longed to Company “E,” 12th P. B. I., in 
the Spanish-American war. He was in- 
spector-general in the Pennsylvania di- 
vision in the Mexican border service. 
Later he served as inspector- -general of 
the 28th division during its training in 
Augusta, Ga., and during its combat 
service in France. After the armistice 
he was designated to be inspector-gen- 
eral and assigned to duty with the 89th 





| Feb. 1, 





MATTHEW H. TAGGART 
Pennsylvania Insurance Commissioner 


coL. 


division, a party of the army of occu- 
pation. After that division was estab- 
lished in Germany he was detailed for 


service to the commanding general of 


the American expeditionary forces at 
| Chaumont. He served there until his 
|return to the United States with the 


28th division. Colonel Taggart saw real 
fighting service and was wounded in the 
Argonne fight. 

He is an attorney. After his discharge 


| from the Spanish-American war he read 


law at Sunbury, Pa., and was admitted 
to practice in 1900. Since then he has 
been admitted to the appellate court of 
Pennsylvania and the federal courts. 
1911, he formed a partnership 
with Harry S. Knight and since then 
has practiced law at Sunbury as Knight 
& Taggart. 

Colonel Taggart has been active in 
politics. He has been Republican county 
chairman for two terms. He was ex- 
ecutive secretary to the commission to 
revise the constitution of Pennsylvania. 
He served four years as assistant dis- 
trict attorney. For nine years he was 
referee in bankruptcy. 

At the winter meeting of the National 
Convention of Insurance Commissioners 
in New York, Colonel Taggart criticized 
the organization for what he termed its 
apathy. He declared that many of the 
members did not attend for serious pur- 
poses and he claimed that the machin- 
ery was clogged up with issues that had 
been referred to the various committees, 
many of them dating back to 1920. He 
took the position that the committees 
had not met and if so, had not acted. 
In his advocacy of examinations in con- 
nection with agency licenses and espe- 
cially insisting that when agents took on 
new companies, they should take an ex- 
amination he has drawn fire from many 
quarters, although he is upheid by the 
Pennsylvania Association of Insurance 
Agents and the local life underwriters’ 
associations. 


The Insurance division of the Omaha 
Chamber of Commerce will give a din- 
ner Friday to Frank T. B. Martin of 
Martin Brothers & Co., local agents in 
that city, who has been elected president 
of the Insurance Federation of America. 
The committee in charge consists of G. 
A. Sattem, manager Mutual Life of New 
York; C. R. McCotter, manager Grain 
Dealers National Mutual Fire, and H. 
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O. Wilhelm, general agent Northwest- 
ern National Life. 

J. Howard Oden, assistant secretary | 
of the North American Reassurance of | 
New York, is the contact man of the | 
company. He was formerly agency di- | 
rector of the Southland Life. He got | 
his original training with the South- 
western Life of Dallas, being in the ac- 
tuarial department. Mr. Oden is a man 
of fine personality and is making friends 
among company officials. 


Frank M. Feffer, vice-president of the 
Abraham Lincoln Life of Springfield, 
Ill, is receivi ng congratulations on the | 
recent arrival of a little daughter, Carol. | 
The Feffer family already included two | 
boys but this is the first daughter. 


More than 200 persons, prominent in 
the business and social life of Topeka, 
Kan., attended a dinner given last week 
for George G. Moore, president of the } 


National Reserve Life of Topeka. The 
linn er was in celebration of Mr. Moore's | 
5th birthday. The dinner was the first 


of a proposed series of tributes to promi- 
nent Topekans arranged by a civic com- 


mittee. 


In the death of f Charles Zender, a 
prominent iron manufacturer of New 
York City, on December twenty-six, the 
Equitable Life lost one of its esteemed 
directors. 





| LIFE AGENCY CHANGES 








U. C. UPJOHN ILLINOIS CHIEF 





Former President of Chicago Associa- 
tion Appointed State Manager of 
North American Life of Canada 





U. C. Upjohn, who is well known in | 
the life field in Chicago and Illinois, has 
been appointed Illinois manager of the 
North American Life of Canada. His | 
headquarters will be in Chicago. 

Mr. Upjohn was for some years as- 
sistant to the late Edward A. Ferguson 
when Mr. Ferguson was Illinois man- | 
ager for the Union Central Life. Mr. 
Upjohn traveled Illinois for the Union | 
Central and is widely acquainted in the 
state. He has been in the life insurance 
business 22 years and is a former presi- 
dent of the Chicago Association of Life 
Underwriters. He announces that for | 
the present he will devote his time to 
building an agency organization for the 
North American in Chicago, and then 
will gradually extend the plant through- | 
out the state with Chicago as the center 
of activity. 





MacCALLUM SUCCEEDS JOLLEY 
Producer Is Appointed Manager for 
Mutual Life of New York in 
Toronto, hate Office 
H. H. MacCallum wi vill succeed H. W. 
B. Jolley as manager of the Toronto, 
Ont., office of the Mutual Life of New 
York, with jr — ym over 50 provin- 





ial electoral districts in On tari » Mr. 
M: icCallum is a native of Ottawa and 
has had a long ian success! ‘ul insurance 
career. He has proved him possessed 
f the qualities that attest lea devchin in 
the exercise of which he will find full 


scope in his new connection. 

Mr. Jolley, who is retiring, joined the 
company in its Toronto agency in 1895 
ind served many years as cashier in 
that office. In 1923 he was appointed 
joint manager with A. E. Donovan, the 
Toronto manager, and was made sole 
manager in 1924 

The company has appointed C. C. 
Dozois as manager in its Winnipeg 
agency. Mr. Dozois joined the Mutual | 
Life in 1899 and has served in various | 
agencies in New England and Canada. | 
He was cashier of the Winnipeg agency | 
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A Bright 
New Year 


The old year has been good to us. 
It brought to The Lincoln National 
Life the unexcelled record of attaining 
more than 500 MILLION dollars of in- 
surance in force in our twenty-second 
year. A substantial gain in insurance 
in force will be shown for the year 1927. 


The New Year promises a continu- 
ation of this growth. The Lincoln 
National Life will carry on its aggressive 
principles of issuing low cost guaranteed 
insurance to a wide range of prospects 
and of close cooperation with the 
field force. 


Through 1927 Lincoln National 
Life salesmen have had a profitable 
year and they are sure that through 
1928 it will pay to 
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The 


Lincoln National Life 
Insurance Company 








‘Its Name Indicates Its Character’’ 


Lincoln Life Bldg. 





More Than 500 Millions in Force 
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The Direct Agency System a Success 
One Hundred Millions in Force 
THE COLUMBUS MUTUAL LIFE INSURANCE CO. 


The Third Ohio Company to Reach the Hundred Million Mark 


It took the first company thirty (30) years and the second 
company twenty-eight (28) years to aceomplish what The 
Columbus Mutual has accomplished in nineteen and a half 


(19%) years. 


Our Business has all been written direct through our own 
agents. THE COLUMBUS MUTUAL HAS PASSED IN 
VOLUME FIFTY-SIX (56) COMPANIES ITS OWN AGE 
OR OLDER and only one younger company has more business 
in force which did not combine with or reinsure other com- 
panies. 


“TWO HUNDRED MILLION IN ’32” 
HELP WRITE THE SECOND HUNDRED MILLION 


The Columbus Mutual Life 


Insurance Company 
580 E. Broad Street, Columbus, Ohio 


C. W. Brandon, President D. E. Ball, Vice-President and Sec’y. 












































“Joe, why don’t you give up the insurance business and take 
that job I offered you?” 

“Listen, old man, you can’t tempt me with any salary. In 
just three months I’ve doubled my last year’s income by sell- 
ing Perfect Protection for the Reliance Life.” 


EDITION December 30, 1927 
from April, 1919, to January, 1925, and 
since the latter date has had full charge 
of all affairs in that field. Mr. Dozois 
has long demonstrated his abilities and 
his new position, broadening his opera- 
tions, will enable him to give full scope | branch office of the Missouri State Life 
to his experience and energy. The com-| at Nashville, Tenn., will succeed Mr. 
pany has full expectation that he will | Thurman. 
add greatly to his success. 
Mr. Dozois will have for territory the | 
provinces of Alberta, Manitoba and —_—" , : 
Saskatchewan, parts of the Yukon field | A. W..\ an Houten, president = the 
and the provincial electoral districts of | lowa Life l nderwriters Association, 
Kenora, Rainy River and Thunder Bay | > leaving the Davenport agency of the 
in Ontario. His office will be in the | Mutual Life of New York Jan. 1, to 
Electric Railway Chambers building in become _——e eer mg Per 
Winnipeg. ; enport office of the Connecticut Mutual 


Life. He will work under E. N. Cole- 
GOES WITH INTERNATIONAL 


leaves Jan. 1 to become manager of the 
Baltimore branch of the same company. 
He has been there four years and has 
built up a fine agency force. J. Carter 
Witt, formerly assistant manager of the 





A. W. Van Houten 


man, general agent for the Connecticut 
Mutual, who has 33 counties in eastern 
Iowa and western Illinois in his terri- 
tory. 

Mr. Van Houten has been in the life 
insurance business 22 years. He has 
been with the Mutual Life the past 11 


J. T. Eubanks of the Aetna Life, 
Monthly Application Record 
Man, Changes His Base 





a eee years. 
J. T. Eubanks has been appointed —_—— 

division manager of the International Pan-American Appointments 
Life at Searcy, Ark., under Inspector es aig i. 

of Agencies J. B. Woods. He went to W. Carl Smith has been appointed su- 
the International Life from the Aet»a | Pervisor of agents by the Pan-American 
Life, having been connected with the | Life for southwest Georiga with head- 
latter company for six years. His an- | @varters in Albany. The Pan-American 


Life has also appointed D. A. Neese su- 
pervisor of agents to cover the Pied- 
mont district in North Carolina with 
headquarters at High Point. 


nual production has varied from $400,- 
600 to $700,000. Some three years ago 
he broke the record for the greatest 
number of applications written in one 


month. At the time he signed his In- arian t 

ternational Life contract Mr. Eubanks Everett E. Fisher 

: 7 -eks fF « sec ive — = . =. . } 
a "7 weeks of consecutive produc Everett E. Fisher has been appointed 
ol. ° 


general agent of the Occidental Life 
of Los Angeles at Cedar Rapids. He 
has been engaged in real estate oper- 
ations in Wyoming, Florida and Texas. 
He was formerly connected with the 
State Life of Montana at Casper, Wyo. 


C. S. Leavell 


Jeff B. Marmon, manager of the Mem- 
phis agency of the Mutual Life of New 
York, has announced the appointment of 
C. S. Leavell as agency organizer. Mr. 
Leavell will work in the field selecting 
and developing new agents. 





E. P. Kern 


E. P. Kern has been appointed agency 





a. manager of the Bankers Life of lowa 
C. C. Otto at Washington, D. C. Offices have 
C. C. Otto, who has been in charge | been established in the Southern build- 





ing, 15th and K streets. N. W. He 
has been a member of the Washington 
agency Tor a number of years. R. W. 


of the brokerage department in the Chi- 
cago office of the Mutual Benefit Life. 
has been appointed general agent at St. 


Louis, succeeding William H. Beers, | Waldron has resigned as agency man- 
who becomes general agent in New| ager at Washington to take up field 
York City with Charles DeLong. Mr. | work in Greater New York. 


Otto has been with the Mutual Benefit 
for nine years, starting with the com- 
pany in Chicago soon after he gradu- 
ated from the University of Indiana. 
He is 32 years of age. 


H. A. H. Baker 


The Sun Life of Canada has opened 
a Minnesota branch in Minneapolis in 
charge of H. A. H. Baker. Mr. Baker 
expects to expand the company’s inter- 
ests over the state through an agency 
organization. This is the company’s 
31st branch in the United States. 


B. C. Thurman, J. Carter Witt 
Thurman, state 


7 t 
Moines for the Missouri 


Des 
Life, 


agent in 
State 











EASTERN STATES ACTIVITIES 


ISSUES WARNING STATEMENT 











tion shall forfeit $100 for each day dur- 
ing which such neglect continues, and 
upon notice by the commissioner to that 
effect, its authority to do new business 
shall cease while such default continues.’ 

“The statutes do not authorize the 
commissioner to extend the time for filing 
annual statements nor to accept any 
other than one made on the attached 
form, which is the form required by him 
and adapted for the company’s annual 
| statement. The law is mandatory and 
you are hereby notified that for infrac- 
tions thereof the penalty provided therein 
will be exacted.” 


Commissioner Monk Sends Notices to 
Companies Regarding Filing of An- 
nual Reports in Massachusetts 





BOSTON, Dec. 28.—Commissioner 
Wesley E. Monk has sent out a warning 
to the companies relative to filing of an- 
nual statements in Massachusetts which 
reads as follows: 

“Section 15 of chapter 175 of the 
Massachusetts general laws provides that 
the commissioner ‘shall annually, in De- 
cember, furnish each company two or | 
more blanks in form adapted for its an- 
nual statement.’ 

“Section 25 of said chapter requires 
that ‘every company shall annually, on 
or before March 1, file with the commis- 
sioner a statement showing its financial 
condition on Dec. 31 of the previous year, 
and its business of that year’; also, that 
‘such annual statement shall be in the 
form required by the commissioner.’ 

“Section 26 thereof states that ‘a com- 
pany neglecting to make and file its an- 
nual statement in the form and within 


Wells to Take Agency 


Edgar T. Wells, who has been assist- 
ant manager of the L. A. Cerf Agency 
of the Mutual Benefit Life in Chicago, 
becomes general agent of the National 
Life of Vermont in New York, succeed- 
ing A. H. Gseller. Mr. Wells will have 
associated with him William H. Meissel 
and P. A. Peyser. Mr. Wells has been 
active in life insurance for 23 years. 
Mr. Gseller will remain with the com- 
pany devoting himself to personal serv- 
ice. The general agency office will be 





the time provided by the preceding sec- | moved from the Singer building to 117 
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City general agency of the company 
remains as it is under the management 
ot E. M. McMahon and associates. 


Speaks on Life Insurance Trusts 


Ed G. Hoffman, executive vice-presi- 


dent and ~eneral manager of the Tri- 
State Loan & Trust Company, Fort 
Wayne, Ind., in an address before the 
Fort Wayne Real Estate Board, re- 


viewed the growth of life insurance in 
his country, with relation 
the subject of life insurance trusts. 


+ 
to 


especial 


Hadley on Trip 


B. F. Hadley, second vice-president 
and secretary of the Equitable Life of 
Iowa, is visiting company’s agencies at 


He will 


] meeting 


also attend a Detroit agency 


| on his way back to Des Moines 


Mason Takes New Post 


Dewey R. Mason, who has been ap- 


pointed general agent at the Aetna 
Life’s 225 West 34th street office in 


New York, has been connected with the 
L. A. Cerf general agency of the Mu- 
tual Benefit Life in that city since 1921. 
His work has been largely of a super- 
visory nature. He is a graduate of the 
University of Rochester. He was for- 
merly a newspaper reporter and then 
was sales manager of the Business 
Training Coporation. The Aetna Life 
in and around New York City now has 
seven general agencies. 











IN THE MISSISSIPPI VALLEY _ 








CHANGES EFFECTIVE JAN. 1' 


Some Provisions of New Kansas Code 
Become Operative Soon—Year 
Now May 1 to April 30 


Commissioner Baker of Kansas has 
sent notices to the legal reserve and as- 
sessment life companies that there are 
some provisions of the new insurance 


code which become effective Jan. 1. The 
change in the insurance year in the 
state affects all companies, but there 


are some specific provisions for life and 
assessment life companies that are es- 


pecially effective with the beginning of 
the new year. 

The new code makes the insurance 
vear from May 1 to April 30. The an- 
nual statements must be filed in the 


same time as before, but the department 
will have more time to check the state 
ments and secure corrections before 
the certificates of authority are issued. 
The new licenses to agents are to 
issued May 1 also. By the terms of the 
new code the certificates now held by 
the companies are to be continued in 
effect until April 30. 
Uniformity Produced 


be 


Section 40-420 of the new code re- 
quires all life insurance companies op- 
erating in Kansas to adopt certain stan- 
dard provisions for all life policies. This 
will make all policies uniform through- 
out the state on the more important 
features of the contracts. 

The new code also requires that all 
legal reserve life companies must main- 
tain a surplus of $25,000. Heretofore 
there has been no requirement 
the amount of the surplus of these com- 
panies. 

Section 40-605 relates to 
life companies and requires these com- 
panies to adopt standard policy provi- 
sions. All companies must hereafter 15- 
sue uniform policies so far as the im- 
portant features of the policies are con- 
cerned. In both the old line and assess- 
ment companies there may be frills put 
into the policies by some companies, 
but all must contain the same standard 
provisions, similar to those in accident 
policies. : 

The assessment life companies are 
also required to maintain their business 
on practically a legal reserve basis in 
order to transact business in Kansas. 


as to 


assessment 


The new code fixes the method of cal- | 


culating the reserves of these compa- 
nies. It is almost the same as the legal 
reserve requirements. 


Consider University Group Plan 


The attorney general has been asked 
by the board of regents whether or 
not the salary appropriations for the 
University of Kansas may be used to 
pay part of the premium for group life 
insurance for the members of the fac- 
ulty and employes of the university. 
The board proposes to authorize group 
insurance for all teachers and employes 
up to the maximum salary allowance 
of each individual, the state to pay a 


part of the premium and the professors, 
instructors and employes paying the 
balance. 

If the board 
out the plan tor the university it 
proposes to develop the same plan tor 
the state agricultural college at Man 
hattan and the teachers’ colleges at 
Emporia, Pittsburg and Hays 


of regents is able to work 
ther 


Dern Visits Chicago Office 


\. L. Dern, superintendent of agents 
of the Lincoln National Life, spent a 
part of this week in Chicago. While in 
the city he visited with Enoch J. Brand, 
Chicago general agent of the company. 


Martens Heads St. Paul Managers 


Henry C. Martens of the Provident 
Mutual Life has been elected president 
of the General Agents Club of St. Paul 
succeeding W. W Klingman of the 


THE NATIONAL UNDERWRITER 














Equitable Life of New York. C. M. 
Brown of the Aetna Life was chosen 
first vice-president; Arthur Devine, Pru- 
dential, vice-president; K. ( 
Healy, and treas 
urer. rhe following were elected di- 
rectors: M. J. Dillon, Pacific Mutual, 
chairman; W. W. Klingman, Equitable 
of New York; George B. Graves, Mas- 
sachusetts Mutual, and F. G. Bean, Na- 
tional Life of Vermont. 

Mr. Klingman, retiring president, pre- 
sided at the meeting. Meetings are held 
the third Tuesday of each month. W. F 
Peet of the Mutual Life was made chair- 
man a committee to arrange for the 
next meeting. 


sec ond 
Home Life, secretary 


ot 





One-Day Sales Meeting Held 


Wallace Watson, agency assistant in 
the home office of the Phoenix Mutual 
Life, last Thursday gave a one-day dem- 
onstration of the technique of selling for 
the agents in the Chicago office of the 
company, which is managed by Robert 
Judd. Mr. Watson until recently was 
an agent in the Pittsburgh, Pa., office of 
the company. 


Holiday Period Made Profitable 


James Giffin, director of the 
training of the Phoenix Mutual 
Life, is conducting a sales conference in 


sales 


school 


the Chicago branch of the company 
from Wednesday to Saturday of this 
week Manager Robert Judd of the 
Chicago ofhce announces that the con- 


ference will be an annual event and that 
it is designed to permit the agents to 
profitably utilize the slack days between 
Christmas and New Year's. 

On night during the conference 
the Chicago branch will give a policy 
holders’ dinner. During his stay in Chi 
cago Mr. Giffin will address the Chicago 
sales staff of the Rand Cardex Company 
subject 


one 
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MUST PAY DOUBLE INDEMNITY 


Court Holds That Homicide Must Be 
Result of Act of Sane 
Man 


Where policy provided for double in- 
demnity in case the insured met death 
by accident but excluded the double in- 
demnity provision if death resulted from 
homicide held the killing of insured by 
insane person was not within the excep- 
tion in the policy. In Great Southern 
Life vs. Campbell, Mississippi supreme 
court, 114 So. 262, the company issued 
a life policy to Campbell in the sum of 
$1,000. The policy provided that in the 
event that the insured met death by 
accidental means, homicide excluded, a 
double indemnity should be paid. 

The insured was killed by an insane 
person. The company paid the $1,000 
called for by the policy for the death 
of the insured, but declined to pay the 
additional $1,000 on the ground that 
since the insured met death by homicide 
the double indemnity provision in the 
policy was excluded. 

The beneficiary thereupon brought 
action to recover the double indemnity 
provided for in the policy, taking the 
| position that since the insured was killed 
by an insane person his death was not 
| om homicide within the terms of the 
policy. 





Considers Word Homicide 


in favor of the plaintiff benefi- 
ciary. The higher court in affirming the 
verdict said in part: 

“The question for decision then turns 
upon the word ‘homicide,’ as 
used in this policy, means the killing of 
one person by another or through the 
agency of another, and that it is irrele- 


dered 





Upon the trial a judgment was ren- | 


vant whether the person committing the | 


act W or insane; that the killing 
of a person by an insane person is hom 


as sane 


cide within the meaning of the intend- 
ment of the clause, regardless of his 
condition or the circumstances. 

“It is true that our statutes define 
homicide and, under some. circum- 
stances, make it excusable, justifiable, 


and make manslaughter of many kinds 
killing which do not result from in- 
tentional acts: but we find upon inves- 
tigation that the authorities dealing with 
the suicide clause generally, if not uni- 
versally, hold that the clause against sui- 
cide is not a defense where the person 
who kills himself is insane at the time 
of the commission of the act, unless the 
policy expressly provides against suicide 
whether committed by a sane or insane 


person 


of 


Result of Sane Man's Act 
Following the above line of reasoning. 


the court in stating its conclusion quoted 


trom the syllabus in Jefferson Standard 
Life vs. Myers (Texas 284 S. W. 216) 
as follows: 


“*Exemption from liability under dou- 
ble indemnity clause for death due to 
bodily injury “inflicted” by another per- 
son held only to extend to intentional 
injuries to insured, and therefore not to 
shooting by insane person; “inflicted” 


necessarily implying action which in- 
volves exercise of will.’ . 
“It appears to us that the true 


meaning and intention of the policy is 
that the ‘homicide’ must be the result of 


the act of a sane man. 

“It follows from what we have said 
that the action of the court below is 
correct, and the judgment will be 
affirmed.” 

Rodgers in Mortgage Field 

James F. Rodgers of Dallas, Tex.. for- 
merly a partner with Orville Thorp, 


state agent for the Kansas City Life, is 


21 


vice-president of the Mortgage 
of America, with headquarters 
in Dallas The new company will han 
die first mortgage loans. Mr. Rodgers 
is regarded as one of the best posted 
life insurance men in Texas. He wae 
with the Thorp agency for about 17 
years, resigning time ago. 


TO BUILD NEW HOME OFFICE 


now 
Company 


some 





Protective Life to Begin Work Soon on 
14-Story Building in 
Birmingham 


The Protective Life will begin work 
shortly on the construction of a 14-story 
home office building in Birmingham, 
Ala. President S. F. Clabaugh says that 
|the company’s business has been ex- 
panding so rapidly that it is imperative 
that the company seek more room. 


Since there is an increasing demand for 
space 


office in Birmingham, Mr. Cla 
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PROTECTIVE LIFE BUILDING 


baugh thinks the time is ripe to begia 
the building expansion program of the 
company. The Protective Life now has 
more than $57,000,000 insurance in force. 
It was organized in 1907 by former Gov 
|ernor W. D. Jelks and has had a splen- 
did record for progressive growth. Sev 
eral months ago the Alabama National 
Life merged with the Protective Life. 
Governor Jelks, who had been president 
of the latter company since its organiza 
| tion, was elected chairman of the board 
| and Sam F. Clabaugh, president of the 
Alabama National, took his place as 
president. The Protective Life will oc- 
cupy the three upper floors of the new 
building and the other floors will be 
available for leasing to office tenants 


Mid-Winter Convention On 


The annual mid-winter convention and 
agency school of the associated com- 
panies at Rogers, Ark., the Union Aid 
Life, Majestic Life and Union Life were 
held at the home office this week. Frank 
N. Julian, formr insurance commissioner 
of Alabama, gave an address Wednesday 
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morning. Roy L. Davis of Chicago had 





How do you play 
Insurance? 


EVERY now and then, we hear some “man on the 
street” remark that he is “in the life insurance 
game now.” 


WHICH probably means that he doesn’t know 
whether he is going to win or lose, but he is 
willing to pick up a rate book and give it a whirl. 


AND it surely is a game if all you have is a rate 
book. 


BUT add to it a generous quantity of A®tna sales 
helps and Whatley codperation and you have a 
life insurance business—a good business. 


ANY one of our men wiil tell you that the business 
idea has much esa endurance and is a lot 
more enjoyable a short-winded frolic. 


Ss. T. W H ATLE Y 


General Agent for the 
7itma Life Insurance Company 
Hartford Connecticut 


230 S. Clark St. Chicago, IIl. 








charge of the school, taking as his sub- 
ject during three sessions, “Life Insur- 
ance as a Career,” “Life Insurance What 
It Is,” “Why Men Buy Life Insurance,” 
“Keeping Your Policies Sold,” “Organ- 
ization of a Life Company,” “Elements 
of Rate Making,” “Selection of Pros- 
pects,” “Managing the Interview,” “In- 
creasing Your Personal Efficiency.” 
The address the last afternoon was 


tormerly dean of the school of speech 
of Kansas Wesleyan University and re- 
cently agency supervisor of the Girard 


ife. 

J. W. Walker who is president of all 
three companies, gave the address of 
welcome. 





Changes in Houston Office 


Several changes in the Houston office 
of the Northwestern National Life, ef- 
fective Jan. 1, are announced by Man- 
ager H. G. Hewitt. Price K. Johnson, 
for the past three years assistant man- 
ager of the life department of Cravens, 
Dargan & Co., takes charge of the 
American Provident Life work in 
Houston, allowing Mr. 
vote his entire time to the Northwest- 





Southwestern Life Convention 


The next annual agency meeting of 
the Southwestern Life Insurance Com- 
pany of Dallas will be held at Fort 
Worth. That was decided at the annual 
meeting of the company agents held at 
San Antonio a few days ago. At the 
San Antonio meeting some 500 crack 
producers of the Southwestern were in 
attendance. Many of them took their 


families for the three days in the Alamo 
city. 

Reports made at the San Antonio con- 
vention were to the effect that the busi- 
ness of the company in 1927 had been 
satisfactory. The company officials out- 
lined plans for what they hoped to do 
another year and the agents reported 
they would be at the Fort Worth con- 
vention, which meant they expect to 
produce as much business next year as 


given by Eldon R. Shaw of Chicago, 


Hewitt to de- | 


they did this. T. W. Vardell, presi- 
dent of the company, and R. A. Good- 
man of the Dallas office were among 
the speakers. 





Lawyer Addresses Life Men 


The insurance man, the banker and 
the lawyer should cooperate with the 
man taking out life insurance to the end 
that his property may be fully protected 
in case of his taking off, L. D. Brown 
of Boyles, Brown & Scott, told the 
agents of the Northwestern National and 
|the American Provident Life at their 
| regular meeting in Houston, Tex. He 
' 





| declared the young man should carry 

heavy life insurance as an incentive to 
| thrift and that there should be a spe- 
| cial policy to take care of taxes, even if 
| the mortgage on the home is paid, since 


ern National’s operations. Hedley V. | that would prevent the widow from los- 
Jackson becomes assistant manager, | ing the home through tax fights. Here, 
Mrs. Amelia Porter is given charge Of | he said, the banker and the lawver 
the policyholders’ service bureau and | chould work with the insurance man to 
— — Park is made assistant | give the people the protection they need. 
ashier. 





| Atlantic Life Remembers Employes 


| 

Every man in the home office of the 
Atlantic Life was presented a kit of 
house tools as a Christmas gift while 
all members of the gentler sex were 
given a manicure set. Presentation in 
behalf of the company was made by 
Edmund Strudwick, Jr., vice-president, 
following the singing of Christmas 
carols. 























dvancemen 
ls Not Limited If...... 


During the past ten years that Gem 
City Life has made substantial ad- 
vancement. From a little over $2,000,- 
000 in force ten years ago to over $22,- 
000,000 today. 


What you are interested in most is 
your advancement not ours — yet 
agents of the Gem City Life are the 
ones who have made our record pos- 
sible. 


You can make real advancement by 
affiliation with this company. Our 
advance will then be your advance- 
ment. There is a real agency contract, 
an honest-to-goodness line of partici- 
pating and non-participating life poli- 
cies, accident and health coverages and 
group contracts awaiting you with the 
Gem City. 
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ten years 


10 


TIMES 


THE 
INSURANCE 
IN 
FORCE 


anes sonnene mene 


TERRITORY OPEN 
In Ohio, Michigan, Dis- 
trict of Columbia, West 

‘Virginia, Georgia, Ala- , 
bama and Louisiana. 


If you believe you are qualified for a 
general agency contract we may have 
just the opening you have been look- 
ing for. Write today. 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 


I. A. MORRISSETT, 
Vice President 
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“FREE” POLICIES ASSAILED 





Massachusetts Commissioner Inquiring 
Into Methods Adopted by Two 
Unlicensed Companies 


| 





BOSTON, Dec. 27.—Commissioner | 
Monk of Massachusetts has written to | 
the Continental Life of St. Louis and | 
the Inter-Southern Life in regard to 
their alleged issuance of travel accident 
policies to persons residing in Massa- 
chusetts under an advertising contract 
said to be sold in this state by agents of 
the National Advertisers Syndicate of 
| Chicago, and also to the syndicate, in- | 
|forming them that the proposition in- 
| volves a violation of section 160 of chap- 
ter 175 of the general laws. 

| The contract issued by the syndicate | 
is, it is said, sold merchants who 
thereunder purchase a certain number of 
| “advertising cards” for distribution to 
their customers. A customer presenting 
|a certain number of these cards to the 
| merchant is entitled to a “free” accident 
| policy issued by one of said companies, 
|on filling out a “registration card,” sup- 
plied by the merchant, which is an appli- 
cation for the policy. The syndicate in 
its contract with the merchant agrees to 
pay him 20 cents for each policy issued. | 
The named insurance companies are 
not licensed in Massachusetts and the 
| commissioner holds that the agents of 
|the syndicate selling its contract in 
| Massachusetts, and any merchant dis- 
tributing said “advertising” or “registra- 
tion cards” are “acting or aiding in some 
|manner” in negotiating any policies 
which may be issued to customers of the | 

| syndicate’s subscribers, since they bring | 
|about the making of the contract be- | 
| tween the subscriber’s customer and the | 
| unlicensed foreign company. 
| The commissioner has also notified | 
}one subscriber and one of the syndi- | 





| 
| 
! 
| 
| 
| 


to 


| 


cate’s agents that they are exposing 
themselves to criminal prosecution 
under section 160. 





Plan for National Casualty 


As is known, the National Casualty 
of Detroit will on Jan. 1 branch out into 
a multiple line casualty and surety com- 
pany. Its old health and accident busi- 


| ness, largely on the industrial plan, will 


be conducted from the home office. The 
Continental Casualty, which will look 


| after the underwriting of the other lines, 


will sell commercial accident and health 
policies for the National Casualty. It 


| will adopt the same policies as the Con- 


tinental Casualty for this department. 
The National Casualty will not sell any 
form of non-cancellable health and acci- 
dent insurance. 





Mountain States Accident Writings 


The accident department of the Moun- 
tain States Life of Hollywood, Cal., will 
close the year with more than 1,500 
issued policies, about 80 percent on the 
quarterly plan and 20 percent on the 
annual basis This department sold its 
first policy July 27, 1927. M. O'Sullivan, 
the department manager, reports that 
plans are being laid to write 12,000 pol- 
icies or more in 1928. 





Sunstroke “Accident” Claims 


Though the question of whether a 
sunstroke can be construed as an acci- 
dent, several courts having decided that 
it could, is still a matter of contro- 
versy, it is believed that in view of the 
latest medical developments it would now 
be possible to combat the accident theory 
very successfully. Recent researches 
have shown that it is entirely a matter 
of the susceptibility of the individual. 
As is well known, two men can walk 
side by side in the sun and where one 
of them will be prostrated, the other will 
feel no bad effects whatever. If the dis- 
ability were the result of “accidental 
means,” this would hardly be the case. 

Accident and health claim adjusters 
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have noticed that sunstroke claims have 
been rather fewer since the advent of 
prohibition. It has been a noticeable 
fact that in a very large number of cases 
of this sort the victim was a regular user 
of alcoholic liquor. 





NEWS OF LIFE POLICIES : 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. Supplementing the *‘Unique Manual- 
Digest,” published annually in May at $4.00 and the 
“Little Gem” published annually in Apri! at $2.00. 











INTERNATIONAL’S DIVIDENDS | 





St. Louis Company’s New Schedule for 
1928 Shows Increase Over 
Last Year 





The International Life has announced 
its dividend schedule for 1928. An in- 
crease is shown over last year’s figures. 
The 2nd, 3rd, 5th, 10th and 18th divi- 
dends on the principal policy forms are 
as follows per $1,000: 


Ordinary Life 


Divide r.d —- ——- 
8rd Sth 10th 18th 





Age Prem. 2nd r 

$ $ $ $ $ ' 
15.. 17.43 5.37 5.42 5.56 5.95 6.76 
16. 17.67 5.39 5.44 5.59 6.00 6.86 
17. 17.98 5.41 5.47 5.62 6.05 6.96 
18. 18.28 5.43 5.50 5.65 6.10 7.06 
19.. 18.59 5.45 6.53 5.68 6.16 7.16 
20.. 18.91 5.47 5.56 5.72 6.22 7.26 
21, 19.26 5.49 5.59 5.76 6.28 7.38 
22.... 19.62 5.52 5.62 5.80 6.35 7.51 
23.... 20.00 5.55 5.65 5.84 6.42 7.65 
24. 20.39 5.58 5.69 5.89 6.49 7.79 
25.... 20.82 5.61 5.73 5.94 6.57 7.94 
26. 21.27 5.64 5.77 5.99 6.66 8.10 
27.... 21.78 65.68 5.81 6.05 6.76 8.28 
28 22.23 5.72 5.86 6.11 686 8.48 
29 22.78 5.77 5.91 6.17 6.96 8.69 
30 23.31 5.82 5.96 6.24 7.06 8.91 
31 23.89 5.88 6.02 6.31 7.18 9.15 
32 24.50 5.94 6.08 6.39 7.31 9.42 
33 25.15 6.00 6.15 6.48 7.46 9.73 
34 25.83 6.07 6.22 6.57 7.62 10.07 
35 26.55 6.14 6.30 6.67 7.79 10.45 
36 27.31 6.22 6.39 6.79 7.98 10.85 
37 28.12 6.31 6.49 6.92 8.19 11.28 
38 28.98 6.40 6.50 7.06 8.43 11.74 
39 29.88 6.50 6.72 7.20 8.69 12.23 
40 30.85 6.60 6.84 7.35 8.97 12.75 
41 31.87 6.64 6.89 7.42 9.18 13.11 
42. 32.98 6.64 6.96 7.55 9.38 13.58 
43. 34.17 6.69 7.00 7.62 9.62 14.02 
44.... 35.48 6.78 7.06 7.78 9.91 14.49 
45. 36.79 6.81 7.14 7.92 10.17 14.98 
46.... 88.25 6.94 7.28 8.06 10.52 15.50 
47.... 39.80 7.03 7.43 8.28 10.84 16.03 
48.... 41.46 7.13 7.59 8.49 11.19 16.56 
49... 43.22 7.30 7.75 8.72 11.56 17.16 
50.. 45.10 7.46 7.96 8.98 11.96 17.77 
51.... 47.10 7.50 8.00 9.09 12.16 18.08 
52.. 49.23 7.53 8.07 9.20 12.39 18.37 
53.. 51.51 7.56 8.14 9.29 12.58 18.63 
54.. 53.92 7.62 8.19 9.40 12.78 18.85 
55.. 56.49 7.64 8.24 9.50 12.95 19.01 
56.. 59.12 7.86 8.49 9.79 13.37 19.49 
57.. 61.92 8.08 8.75 10.11 13.79 19.95 
58.... 64.93 8.33 9.03 10.45 14.23 20.37 
59.... 68.14 8.61 9.34 10.80 14.72 20.74 
60.. 71.58 8.89 9.65 11.15 15.17 21.17 
61.... 75.26 9.17 9.95 11.51 15.63 21.55 | 
62.... 79.20 9.47 10.26 11.88 16.09 21.93 
63.... 83.42 9.77 10.58 12.26 16.50 22.35 
64.... 87.95 10.07 10.91 12.64 16.92 22.74 
65.... 92.80 10.88 11.26 13.01 17.25 23.12 
66.... 98.00 10.68 11.59 13.37 17.55 23.39 
67.... 103.57 10.98 11.89 13.71 17.84 23.63 
68.... 109.54 11.26 12.19 14.00 18.08 23.91 
69.... 115.94 11.53 12.46 14.26 18.30 24.27 | 
70.... 122.78 11.75 12.69 14.45 18.48 24.69 ; 

20-Year Endowment 

——Dividend—_——, 

Age Prem. 2nd 38rd 65th 10th 18th 

t $ $ $ t $ 
15.. 47.57 5.79 6.11 6.81 8.80 12.82 | 
ee 47.62 5.80 6.13 6.83 8.81 12.82 
17.. 47.68 581 615 685 8.82 12.82 | 
ee 47.75 5.83 6.17 6.87 8.84 12.82 
19.. 47.80 5.85 6.19 6.89 8.86 12.83 ! 
20.. 47.87 5.87 6.21 6.91 8.88 12.84 
te 47.95 5.89 6.23 6.93 8.91 12.85 
ate 48.02 5.91 6.25 6.95 8.94 12.86) 
oe 48.10 5.93 6.28 6.97 8.97 12.88 
24.. 48.19 5.95 6.31 7.00 9.00 12.90 
25. 48.25 5.98 6.34 7.03 9.03 12.92 
26 48.39 6.01 6.37 7.06 9.07 12.94 
27 48.49 6.04 6.40 7.09 9.11 12.96 
28 48.60 6.08 6.43 7.13 9.15 12.98 
29 48.74 6.12 6.46 7.17 9.20 13.01 
30 48.87 6.16 6.50 7.22 9.25 13.04 - 
31 49.02 6.21 6.55 7.27 9.31 13.08 
32 49.18 6.26 6.60 7.33 9.38 18.12 
33 49.36 6.31 6.65 7.39 9.45 13.17 
34 49.57 6.38 6.71 7.46 9.53 13.22 
35 49.77 6.42 6.77 7.53 9.61 13.28 
36 50.00 6.49 6.84 7.61 9.71 13.34 
37 50.28 6.57 6.92 7.70 9.83 13.41 
38 50.56 6.65 7.01 7.80 9.97 13.49 
39 50.88 6.74 7.11 7.91 10.13 13.59 
40 51.24 6.84 7.22 8.04 10.31 13.71 
41 51.62 6.85 7.24 8.09 10.43 13.80 
42 52.07 6.86 7.29 8.16 10.58 13.89 
43 52.57 6.90 7.35 8.24 10.73 14.00 
cs 63.11 6.97 7.38 8.31 10.90 14.11 
45.. 53.73 7.04 7.46 8.43 11.12 14.22 
46... 64.41 7.09 7.57 8.58 11.32 14.36 
47... 55.19 7.19 7.67 8.72 11.54 14.51 
48 56.09 7.28 7.83 8.89 11.79 14.67 
49 57.09 7.44 7.99 9.09 12.07 14.84 














Legal Reserve 


Non-Par 


Complete Life 

Line 
Sub-Standard 
| Non-Medical 








Your Chance? 


Income Disability 
Double Indemnity 
Excess Interest 
Low Premiums 
Juvenile Policies 
Can you build a General Agency? 
If you can—Write To-day 
$195,000,000.00 in force? 


The Franklin Life Insurance Company 
Springfield, Illinois 

















The Liberating Highroad 


Byroads may be peaceful pathways, but they do not 
lead to ambitious destinations. Fear keeps many from 
joining the great procession that moves along the highway 
to success. They mistakenly fear they lack ability, and! 
they shelter themselves in a salaried position whose future 
is not satisfyingly bright. Life insurance salesmanship is 
a liberator of such men. Cast out fear, have faith that you 
are as capable as other men, learn how fine an opportunity 
life insurance provides, and then leave the byway for this 
highway on which thousands and thousands are happily 
and safely traveling. 

Confer with the nearest Penn Mutual General Agent, 
or write direct to our Home Office, if you are ambitious, in- 
dustrious, and desire success. 


The Penn Mutual Life Insurance Company 
Independence Square, Philadelphia, Pa. 
Founded 1847 














that National Underwriter want ads 


“ ar 
You ve heard tt satd are results- getters. THEY ARE! 











A PURELY MUTUAL 
Company / 


If You Have Knocked 
the “‘T” Out of ‘‘Can’t’”’ 
WE CAN GIVE 


1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 































































































24 LIFE INSURANCE EDITION December 30, 1927 De 
Dividend———-,>", ] » maximum of $2.91 at age 61 and there- 
3rd 6th 10th 18th | after decreasing to zero at age 65. For 
OU , | one athe me ante the 20-payment plan, the reduction at 
A : W T 820 9. 0 2" ‘ ~y age 29 is 19 cents, increasing to a maxi- 
R GEN S ORKING OOLS 8.36 ost 1+-oe +t mum of $1.81 at age 47, and thereafter { 
8.31 9.58 12.81 15.38 | Gecreasing to zero at age 65. 
Partici : 8.35 9.67 12.97 15.50 The fcllowing table shows a brief of 
‘articipating : = eas apt re the new premiums 
yr ee oe 8.86 10.28 13.82 16.04 Ordinary Life 
ub-Standar 9.12 10.59 14.21 16.26 | Age 7 #45 50 55 60 64 
' 9.40 10.90 14.62 16.53 $ $ $ $ $ $ 
~~ Risk 9.69 11.23 15.03 16.80 | New 21.22 28.35 35.16 45.58 59.58 76.49 
ay Roll Deduction 0-Pa 20-Payment Life 
- yment Life : eee aa . 
Monthly Premium hy oe ae a >Dividend———_ Ag zz ze ae a ee 
Policies for Women in| “8 a 7 = 18th | ew... 30.01 35.07 41.79 51.12 63.67 77.84 
Child’s Educational | .e 6.57 < _— set 
6% Guaranteed Income 1 tete ee? bee Go: ate teat 
in| - ae 5-67 5.98 6.91 &76 | Prem'um Scale Effective at Once, R 
: if | 20.. 5.79 6.02 6.97 8.86 » 
idle ansome , fj 2).. 5.73 6.06 7.03 897 duction Also Made on Ten- 
Modified Life | >... 5.76 6.10 7.09 9.09 
23... 5.79 6.15 7 9.22 
Low Cost Term Ee a gi He 3 a | 
Double Indemnity | eae oo oe is fel See 
s 4 —* 9.% .< e.Os 9.63 1 | ; Unit “dd States wif > has an- 
Disability Income if | 27. 5.95 6.35 7.47 9.7 a : 2 Bog 
Seiad ~~ 1 tt eon 3.00 et + 4 as nounced new premium rates effective at 
emum aes | 29. ae 6.05 6 47 7 66 10.12 | once. Rates are given tor $5,000 policy 
5% on Policy Proceeds + tee oie : + z-78 byt to be written only by annual premiums 
Age Limits: 1 day to BS +* 623 869 802 10-73)" an amount not less than $2,500, The 
| 33 6.20 6.77 8.15 10.97 | ten-year term rates have also been re- 
65 Years | 34. 6.37 6.85 8.29 11.33 duced. The rates on the principal pol- 
| 36. 6.54 7.08 8.62 11.81] ¢Y forms follow: 
' ‘ ; : a7. 6.64 7 2. - 
Openings for agents in the following territory: Ala., Ark., Ariz., 28. 75 +35 oof 13:45 _ ne ieee 
Cal., Colo, D. C., Fla., Ga., Ky., La., Md., Minn., Miss., Mo., N. C., | 30:77: 39: 97 vee 981 1kda End. End. End. Yr. 
: 39.73 5.97 7.62 9.5 3. > 85 : 5 En 5 
N. J., N. M., Ohio, Okla., P. R., S. C., Tenn., Tex., Va., W. Va., Wyo. ‘3° 40.57 6.70 7.00 7.68 9.69 13.40 | Age ae ee oe 2 
2. 1.6 B75 7.07 7.75 9.90 13.73 | 47 12. 7 
For additional information, write direct to: | Prt dnss Ges 4 Wy ae tees 14.32 o + 
W. T. O’Donohue, Vice-Pres. and A M }4522.. 4508 G91 7.26 813 10.60 14.66 | 20.55.2138 
’ gency Mgr., Greensboro, N. C. 16. 46.35 6.97 7.39 8.31 10.90 14.96 | >, + 
| 47 47.70 7.09 7.54 8.48 11.17 15.29 | oe 14. 
if | 48 49.17 7.19 7.69 8.68 11.49 15.65 | 2: 14 \ 
jf} 49-... 50.17 731 7.86 8.91 11.81 15.98 | 94 143 
| 50 52.36 7.51 8.03 9.15 12.15 16.35] 25 15. 
| 51 54.10 7.54 8.09 9.26 12.36 16.58 | 96 15.: 
| 82 55.95 7.58 8.16 9.37 12.52 16.70 } 97 15. 
LIFE INSURANCE COMPANY _ Jf} iec: secs fee 525 S50 3588 dete [28 oo 
5 60.03 7.64 8.25 9.54 12.88 16.96] 2 5 
| 55.... 62.33 7.68 8.32 9.64 13.02 17.04 30 + 
| 56.... 64.60 7.89 854 9.91 13.40 17.33] 3 7. 
JULIAN PRICE, GREENSBORO, | B71... «B703 R11 882 10-22 18:82 1760 | oe 18. 
resident 5&.... 69.65 8.37 9.07 10.53 14.25 17.86 133 18 
North Carolina | 88 7247 8.54 9.36 10.88 14.64 17.76 | 34 19.5 
. 6 75.49 ‘ 9.65 22 15 35 ° 
OVER 320 MILLIONS IN FORCE | ce ee ee 3 
| 15-Payment Life ae + 
as sate ete eee oe A . Dividend————,, | 3s Dy 
\ge Prem. 2nd 3rd 5th 10th 39 23 
. $20. 5. 5.69 $ 6.08 $ 7.17 | 40 5 
| 20 32. 5.83 6.26 7.45 9 41 
| 25. 6.01 6.48 7.83] 42 
| 30 6.24 6.79 8.33] 43 
| 35 6.60 7.22 9.01 V4 
| 40 7.13 7.88 10.01 | 45 
| 45 16 8.490 11.03 146 
A. 8.18 9.37 12.45 | 47 
RG wecin 8.45 9.86 13.18] 48 
60 9.78 11.43 14.92] 49 
Life $4 
94 $ 6.50 $ 8.12 
Send for Booklet | 20. aie ert gas 
' 26.. 6.28 6.97 8.90 
6s ” 1 30.. 6.55 7.31 9.45 
Standard Trust Agreements | 3 ao) Fae 1048 
+0) 7.46 8.42 11.07 
15 7.80 8.98 11.96 
| 50 8.53 9.93 13.00 
1 55 8.83 10.38 13.55 
—— = . iL” Taeiensts 10.06 11.70 14.42 
Modern ile insurance IS ; 
ope } 15-Year Endowment 
life insurance that serves | 15...... $65.09 $ 6.09 $ 6.56 $ 7.59 $10.50 
— 130...... Gee 696 7.65 
a definite purpose. 6.27 its 108s 
6.42 7:95 10.80 Premium Rates, 35.000 
Probably 75 per cent of all life insurance rO8 ey {ita | 4Now-Partictonting Annusl Premiom, 
‘ : 7.08 7 11.50 Not Less Than 82,500 
P 7.26 9.01 12.02 
should leave the proceeds in trust. H+ $01 12.03 Thy 
; 7.91 10.13 13.36 Pay Fh 
We have made up a set of standard $9.30 9.06 =69.88 11.47 14.75 Life 7Yrs. 9 
> . ape 10-Year End Awe $ 
forms for trust agreements, legally sound | ss.....00NOOe © O6s © tar 8 nar erase ltl 7 
: iin i er - RE ONE f ehpie 101.29 6.74 7.55 9.22 14.00] 55 tye 
- W pa n in brief, simple, and straight E ore G45 TAs Ma thon | 35 41. 
- sienna, pases 02.22 7. 7.78 9.43 14.00] 35 ae 
orward language. bps 102.93 723 801 963 1400] 30 47.10 
; bie 103.98 7.59 8.37 9.97 14.00] 45.2.2": 71.00 
These agreements have been published | 45...... 105.62 7.75 $56 10.82 14.00 | 50.2222: 176-00 180.10 206.05 id y+. 
i i 7 i ne 74 ! a oF . . BB..ccce SSRSS 5... SAGE S 144.90 
in convenient booklet form, together with | Ee 113.74 8.: 9.25 11.02 14.00 | @0...... 2495 00 5 - 311 Hr 420.40 sinhane 
k < ae ___aeapeaeds 120.87 9.40 10.32 12:03 14.00] 65...°.: $00.35 $30.40... 
some general information on life insurance | ile a vee SS7.91 
trusts. | 15. 5.45 5.63 6.15 7 , 
ust | ° Ses 682 Gat 7-38 METROPOLITAN’S DIVIDEND 
= . : 5.78 6.07 6.89 8.60 —o 
W rite for a copy. : 6.04 6.41 7.49 9.73 ° 
6.41 6.92 8.34 11-33 Some Features Announced in Payment 
" ; . | 5373 «7. 7:46 8.43 1112 14.29 of Huge Sum on Industrial Busi- 
ivce SOO 44 9.79 12.89 .... i 
Connecticut General | cues andi 
“a | : ; a 
Life Insurance Company Atlantic Life The largest dividend ever declared on 
Hartford, Conn. | _The Atlantic Life announces a reduc- | Its industrial business will be paid to 
| tion - its Eocntam sate Sor non-par- | policyholders of the Metropolitan Life 
} tictpating ordinary life and 20-payment | jin 1928. The “C ~d j ut 
| life policies, effective Jan. 1. The de- | ¢43 el he — declared is abou 
| crease in rates begins at age 37 in the nealitel pear _— ders of industrial ‘ 
case of ordinary life and at age 39 in | Policies issued prior to 1924 will share 
the case of 20-payment life. Reduction in the apportionment, 
in premium for ordinary life at age 37 W hile policyholders will receive the 
is 12 cents, the reduction increasing to | bulk of the declaration in the form of 
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ere- premium credits, a feature of the current | a 
For dividend schedule is the creation of mor- * 
em tuary and maturity equalization divi- 
fte ¢ dends, by which the present day bene- 
Sten lends, by} t ay bene e 
fits of industrial policies are made retro- SER VICE and CO-OPERATION 
f « active to include policies of similar class 
but issued under earlier tables that pro- . 9.9: 
vided lesser benefits. This dividend ap- 1s our pe for the building 
64 plies to cases where death or maturity | of this Company. 
649 as an endowment occurs in 1928, but 4 
is not promised for subsequent years. | 
64 In no instances of nalliies of long WE KNOW YOUR PROBLEMS ; THEREFORE 
$ duration, these equalization dividends, WE CAN MAKE IT PROFITABLE TO YOU 
‘58 together with the premium credits and 
regular mortuary dividends under the 
FE present declaration, will afford approxi- 7 you ave looking for 
Ke’, mately twice the original benefit for one- an agency connection 
: ss, eile ; 2 write ; 
Re- — half of the original premium. rhis situ- 
- ation constitutes a striking illustration 
|| = 6 of the reduction that has been effected 
(it Pe } \iiss i) §-— by the Metropolitan in the net cost of 
VL | Re S| Be industrial insurance in the last 20 or 25 | 
an- in ge Ne He ean 
er PROVIDENT BUILDING ’ 
: : Pte Mecome Pal 1 INSURANCE COMPANY 
icy 
mis Another departure is the blanket guar- : 
Che antee that all whole life policies issued of Minnesota 
re- prior to 1907, on which the holders orig- ‘ 
yol- Forty Years Old inally agreed to pay for life, will become St. Paul Minnesota 
. fully paid up at age 75. For some time C.D. MAC LAREN } 
Is ear this concession has been made annually Tee tate = M. A. NATION 
ne ; m4 resident Vice-lvesident and General Manager 
" to cover policyholders attaining ages 75 
! ‘ : during the specific year; now it has been 
a Such is the Provident. broadened to make it all inclusive. 
, Founded in 1887, every Regular mortuary and maturity divi- 
passing year has contrib- dends are continued on the same scale 
uted its rich seasoning of as a year ago, but the dividend additions $$ _ - 
. on policies fully paid up have been in- Ww. L. MOODY. JR , a 
. . . W. L. MOODY, Ill WwW, 5. w 
ie : = ee creased trom 1 to 1% percent. President ; Vice President beds ay 
} usefulness of this old, re- liianaials SHEARN MOODY T. L. CROSS 
: , ° Vice President i » 
liable company. GIRARD LIFE’S NEW SCHEDULE agihntbcece hanedonsageon 
- OO I AMERICAN NATIONAL INSURANCE COMPANY 
And Yet " A HOME OFFICE: 


Figures for 1928 for Company’s GALVESTON, TEXAS 
























































today, with an operation Three Major Policies 
that is national in scope, nl $423,968,907.00 INSURANCE IN FORCE 
with more than 250,000 ; Che Girard Life has announced its We Have Openings for Live Men in 
policyholders and with dividend scale for 1928. There has been k : eyo 
stability, prestige and in- an increase” in payments on the three California Michigan Tennessee 
38 fluence firmly established, major policies. A brief resume of the Colorado Minnesota Texas 
07 the Provident is forging schedule follows: Georgia Missouri —_——-Virginia 
t Seon eith i Ge ine | Whele Life . “i Kansas North Carolina Washington 
. and vision of eternal youth. Premium ...$21.23 $2756 $3876 $59.80 Kentucky South Carolina West Virginia 
19 Div. Yr i” ateiee  aiaaadle Liberal First Year and Renewal Commissions 
71 The PROVIDENT writes  etopey: 7.68 11.02 Up to Date Policies—Non Medical—Group and 
5 sa — Special Low Premium Plans Offering 
6 Ordinary Life Insurance New and Attractive Features. 
+ and Accident and Heal xe 25 35 5 Bh 
45 Insurance ro Posag Toone Premium ...88i.48 $37.99 $48.24 $66.38 If Interested Address 
: 2 Div. Yr. 
3 cial, Monthly Premium and (| ‘?\-<-.---8 612 695 Rae 1138 AMERICAN NATIONAL INSURANCE CO. 
at Pay Order Plans. 1) Llllliiil Zao 8b@ «10:56 = 13.05 Agency Manager, Ordinary Department 
73 o0.¥ . GALVESTON, TEXAS 
Ps . ear Endowment ian 
General Agency Openings —— 95 ex s ™ 
in Premium $49.05 $50.60 $54.79 $66.85 
Di v. Yr fi ie 
lowa BLLIIIID TH2 F88 2 sto 
Illinois ae 6c44ee0ees 9.00 9.10 9.75 10.69 
ni nas ew visamniry cravse|l| YOUR OPPORTUNITY 
Ohio a 
N and Guardian Life Announces a Revised 
, Pennsylvania Form to Be Used on Its Policies Are you ready to broaden? 
os a After Jan. 1 
10 With the beginning of the new year Regional Manager or General Agent. 
5 a revised and more liberal disability 
“4 Write today for particu- clause will attach to all policies issued Splendid inducements. 
0 lars about our liberal by the Guardian Life. As explained by 
: agency contracts. the company’s management the features We have had 20 years consistent growth and are now in 
of the new clause, are as follows: an extensive expansion program. 
The annuity payments and premium 
D waiver, instead of becoming effective, in Agency Department under men who understand your 


case of permanent disability, only upon problems. 
the approval of the disability claim, will 


it < be made retroactive for the entire total We have a special contract for choice territory in Min- 
and permanent disability period, not to nesota—South Dakota—Nebraska—lowa 
ye | exceed, however, 12 months prior to the : P F 
of the 


<= = -“ ae - Fg @ ee Honesty—Ability to write new business and build an 
e case o disabi V ch s o . ° ° 

ad ACCIDENT INSURANCE conclusively shown to be permanent, but agency are the essential qualifications. 
1as existed for ¢ least three o s, the e_2 ° . ° . 
BaD SEAG® Cot Oe Tease Cee mene Write us in confidence to see if our desires and qualifi- 

‘ . Subsequent proof of permanens 

 f hat : 

. 0 6, Q//00 Ter / 

1a i, ga, q q ceding paragraph. “Specified disabili- 


payments will accrue from the end of the 
the total disability will extend to the in- Care The National Underwriter 
> - 18&7 NOW IN ITS 1927 ties” which at present include “loss by 
{ FORTIETH YEAR Af 


e COMPANY three months’ period with a maximum cations are mutual, 
of nine months retroactive ayments 

t ep patency Address C-58 
sured the same benefits as in the pre- 
severance” of both feet, etc., will in 
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MANAGERS 
WANTED 


1928 plans contemplate extensive agency development 
of territories in which we are established and include 
new States we plan to open. 





COMPANY 


One of the younger Mutual Companies noted 
for LOW INITIAL PREMIUMS and 
LARGE ANNUAL DIVIDENDS, with a 
fine record of Low Net Cost and all around 
good service to Policyholders, comparing fa- 
vorably with any Company. 


Its policy contracts are modern and up to 
date. 


TERRITORY 


Established in Indiana, Illinois, Texas, Ohio, 
Michigan, Iowa, Minnesota and Florida. 
Two splendid openings in the above terri- 
tories. States we enter to be announced soon 
after January Ist. 


QUALIFICATIONS 
For the Job 


Under 40, college graduate preferred, with 
established record for personal production. 
Ability to earn at least $5000.00 per year. 
Must know how to think for himself and be 
able to depend on himself in finding men and 
in training them to sell Life Insurance. 


If you are ambitious and want a chance to show your 
ability and establish a permanent connection, with the 
hearty cooperation and all the help possible from the 
Home Office, write, setting out the facts about the 
things you have done, and give your references. 


We will arrange for a personal inter- 
view with the President of the Company. 





INDIANAPOLIS LIFE 


INSURANCE COMPANY 














future include “total loss of the use of” 
both feet, etc. 

The waiver of premium clause no 
longer excludes the remaining semi- 
annual, quarterly, or monthly premiums 
of the first policy year. 

The terms of the new clause will apply 
equally to men and women in that the 
period during which the total and pre- 
sumably permanent disability must be 
shown to have existed in order to en- 
title the insured to disability benefits, 
will be three consecutive months instead 
of six months, and that the disability 
may occur before age 60 instead of 
before age 55 as in the present clause 
for female risks. 

This change has been made for the 
sake of uniformity and to avoid possible 
confusion due to the different clauses 
for men and women; however, it neces- 
sitates the adoption of special premium 
rates for female lives, in that the disa- 
bility premiums will be 50 percent 
larger than those for male lives. 

Disability at second rate, as heretofore, 
will call for a premium fifty percent in 
excess of the new standard scale. Pro- 
fessional men’s disability will require an 
increase of only 25 percent over the new 
standard scale, except in the case of 
dentists, who will be charged a fifty per- 
cent increase. 

The new clause cannot be added to 
existing contracts dated before Jan. 1, 
1928, either as a substitution for the 
clause therein contained, or as an addi- 
tional benefit. 

The wider coverage by reason of the 
improvements embodied in the new 
clause should prove advantageous to 
the underwriter in presenting this fea- 
ture to the prospect. 





DIVIDENDS OF MUTUAL LIFE 


Schedule for 1928 Announced by New 
York Company on Additional Policy 
Forms 





_ Dividends of the Mutual Life of New 
York for 1928, in addition to those on 
the three principal policy forms, al- 
ready published, are as follows: 
Fifteen-Payment Life 


Age at Issue————_, 
3& 40 


















Policy 25 30 5 45 55 
Year $ ? z 3 $ $ 
1 8.84 9.36 10.03 10.92 12.06 15.88 
3. 9.41 9.97 10.69 11.62 12.85 16.80 
3. 9.69 10.30 11.08 12.06 13.35 17.44 
4. 10.01 10.66 11.48 12.52 13.89 18.08 
5. 10.37 11.06 11.92 13.03 14.46 18.73 
6. 10.76 11.47 12.39 13.55 15.07 19.40 
- 11.16 11.91 12.88 14.10 15.69 20.06 
8. 11.55 12.36 13.38 '4.65 16.30 20.73 
9. 11.97 12.82 13.90 15.23 16.92 21.40 
10. 12.40 13.31 14.44 15.84 17.57 22.08 
: ee 12.85 13.81 14.99 16.46 18.21 22.78 
13. 13.31 14.33 15.57 17.10 18.87 23.47 
13. 13.80 14.87 16.15 17.74 19.55 24.15 
14. 14.30 15.42 16.77 18.39 20.23 24.83 
ee 14.82 16.00 17.40 19.06 20.92 25.52 
Ten-Payment Life 
— Age at Issue—————_, 
Policy 25 30 35 40 45 55 
Year $ g 3 $ $ $ 
 - 10.47 11.12 11.93 12.99 14.31 18.43 
bs sim ae 11,20 11.90 12.78 13.90 15.31 19.58 
3. 11.66 12.42 13.36 14.55 16.04 20.46 
Deans 12.15 12.97 13.98 15.23 16.81 21.35 
Deacesd 12.69 13.56 14.62 15.96 17.62 22.25 
ice ial 13.27 14.18 15.32 16.72 18.47 23.18 
SS 13.85 14.82 16.03 17.51 19.34 24.12 
De écan 14.45 15.49 16.76 18.31 20.21 25.07 
eee 15.08 16.18 17.52 19.15 21.10 26.04 
oe 15.73 16.90 18.31 20.01 22.03 27.03 
Fifteen-Year Endowment 
——_——Age at Tssue—————__,, 
Policy 25 30 35 0 5 55 
Year $ $ $ $ z $ 
10.72 11.08 11.55 12.23 13.14 16.46 
11.65 12.02 12.50 13.18 14.13 17.48 
12.32 12.70 13.20 13.88 14.84 18.23 
13.04 13.42 13.92 14.61 15.59 18.99 
13.81 14.20 14.69 15.40 16.39 19.75 
14.62 15.00 15.50 16.21 17.22 20.53 
15.46 15.83 16.34 17.05 18.07 21.32 
16.32 16.69 17.21 17.91 18.93 22.11 
17.21 17.59 18.10 18.81 19.80 29.99 
18.13 18.52 19.03 19.74 20.70 23.74 
19.10 19.49 19.99 20.69 21.62 24.58 
20.10 20.49 20.98 21.67 22 ».43 
21.13 21.52 22.00 22.67 23.55 h.28 
22.21 22.59 23.06 23.89 24.51 27.16 
23.32 23.69 24.15 24.74 25.52 28.07 
Ten-Year Endowment 
———————Age at Tssue————— 
Policy 95 30 35 49 45 55 
fear $ $ $ $ $ $ 
siaaas 12.85 14.26 14.80 15.52 16.49 19.82 
a ee ashi 15.23 15.65 16.20 16.93 17.91 21.93 
ee 16.37 16.80 17.36 18.08 19.07 22.37 
4..... 17.57 18.01 18.57 19.29 20.28 23.53 
Dew en 18.85 19.29 20.96 20.56 21.55 24.70 
Dxtuiisesa 20.19 20.61 21.16 21.88 22.86 25.91 
Teaees 21.56 21.99 22.54 23.25 24.21 27.15 
Th te a 22.99 23.42 22.96 24.65 25.58 28.41 
Wan ena 24.47 24.90 25.43 26.10 26.99 29.70 
aaa 26.00 26.43 26.95 27.60 28.43 31.03 
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NEWS FROM THE PRUDENTIAL 





Several Promotions from the Ranks— 
Records of Veterans for Continuous 
Service Recognized 





Superintendent James F. Collier of the 
Williamsport, Pa., district of the Pruden- 
tial has completed 35 years of continuous 
service. He entered the employ of the 
Prudential Dec. 21, 1892, at Shamokin, 

+. and was promoted to assistant 
superintendent February 19, 1894. About 
two years later he was given the super- 
intendency of the Dubois, Pa., district 
and on Feb. 6, 1899, was transferred to 
Williamsport, Pa., where he has re- 
mained continuously since. 

In the death of Superintendent Charles 
H. Baumbach of the Erie, Pa., district, 
the Prudential loses a representative 
who gave unstintedly in the pioneer days 
of the business, and as superintendent 
for 31 years educated and developed 
many men who found success. His en- 
tire Prudential career was in Erie. 

The continued rapid growth of the 
business in the section of Pennsylvania 
covered by Division E is reflected in the 
appointment of the following as assist- 
ant superintendents: William R. Banfer 
and Harry D. Ross, Altoona No. 2; Ernest 
O. Clevenham of Braddock and Delbert 
E. Smith of Tarentum. 

The Cumberland, Md., district is also 
represented by a new assistant, Harry 
G. Rider, who will supervise one of the 
detached staffs at Hagerstown, Md. 

Agent Norman J. Treis of Milwaukee 
No. 2 has been promoted to assistant 
superintendent of the same district, as 
has Agent Barney J. Poniewaz of Mil- 
waukee No. 4. 

Division B announces the promotion 
of Walter James Walsh to assistant su- 
perintendent at Brooklyn No. 4. He has 
been with the company about two years. 


John Hancock Changes 


The John Hancock Mutual Life an- 
nounces the following changes: Jan. 7 
Superintendent Mack will retire from the 
management of the Dayton agency, and 
Superintendent Singleton will retire from 
the management of the Newport-Coving- 
ton agency. 

Assistant Superintendent Harold C. 
Petersen of the Stamford agency, will 
become superintendent of the Dayton 
agency Jan. 9. Assistant Superintendent 
Paul T. Stoddard of the New London 
agency will become superintendent of 
the Newport-Covington agency. 


Hear National Industrial Case 


The Kansas Supreme Court has set the 
suit against the National Industrial In- 
surance Company of Topeka for hearing 
next week. This is the suit brought on 
behalf of the policyholders of the 
Knights & Ladies of the Orient, a fra- 
ternal which was reinsured by the Na- 
tional Industrial some years ago. The 
fraternal turned over a large amount of 
assets to the stock company and the 
state contends that the National Indus- 
trial has taken these assets and by a 
large increase in rates has eliminated 
its liabilities to the policyholders. 

When the reinsurance contract was 
made the Knights & Ladies of the Orient 
had more than 1,100 policyholders. 
Shortly after the increase in rates was 
declared it had less than 50 policyhold- 
ers. The new rates for the burial in- 
surance were so heavy that the policy- 
holders could not continue payment. 

The Shawnee county district court 
held that the National Industrial had no 
right to make the increase in rates and 
the company appealed to the supreme 
court. 


Correcting a Mail List 


Here is a bit of news the Hartford 
Fire gives to readers of the December 
issue of the “Hartford Agent:” 

“Did you know that you can print the 
words ‘Return Postage Guaranteed’ plus 
vour name and address in the upper left- 
hand corner of the address side of a 
government postal card and in this way 
correct a mailing-list at a minimum of 
expense? The postal card can be used 
for an advertising message and, of 
course, the undelivered cards will come 
back.” 
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CALIFORNIA 








| A Life Insurance Trust furnishes 
the additional safeguard. 


YOU CREATE—WE CONSERVE. \ 
| 


CALIFORNIA TRUST CO. | 


Entire 3rd Floor 629 So. Spring St. 
LOS ANGELES 


“The Trust Company of the 
California Bank sauces Al 





ILLINOIS 





C= $2,000,000 Special Reserve Fund 
protects beneficiaries of life insur- 
ance trusts from loss on interest bearing 
securities of our selection. 

The nature and extent of this under- 
taking are set forth in a declaration of 
trust available on request. 


CHICAGO TITLE & | 
TRUST COMPANY | 











Trust ComPANIES AND BANKS 


A directory of responsible financial institutions that are especially equipped to co-operate with 
life underwriters in creating life insurance trusts, and in handling other estate problems. 


MARYLAND 





NEW YORK 











ND 
TRUST COM ANY 


Northwest Pam 
Calvert and Redwood Streets 
BALTIMORE 


Vice President and Trust Officer 


MARY: A 


Robertson Griswold 











MASSACHUSETTS 








- 


New England’s 
Largest Corporate Fiduciary 


Individual Trusts. . .$133,000,000 
Corporate Trust 898,000,000 
Agency Account 348,000,000 


rRUST 


OL_p GOLONY 


Trust CoMPANY 


DEP 4RTMENT 

































ministration will double his 
business.” 
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em agae® C. E. Drake, M. K. Mark, Assistant Trust Officers 

First Trust and Savings Bank THE MINNESOTA LOAN & TRUST CO 
Chicago MINNEAPOLIS. MINNESOTA 


MINNESOTA 
a underwriter who can y The Oldest and Largest 
s be swung over to the QQ} Trust Company in the 
trust company form of ad- ee Northwest 


Charles V. Smith, Vice President and Trust Officer 


























NEW YORK 





Cooperation is gladly extended to Life 
Underwriters on Insurance Trust cases 
requiring the personal assistance of an 
experienced Trust Co. representative. 


THE NORTHERN 
TRUST COMPANY 


CHICAGO 

















THE 
PEOPLES TRUST AND SAVINGS 
BANK OF CHICAGO 


MICHIGAN BOULEVARD a WASHINGTON STREET 


CHICAGO 
Earle H. Reynold 

“PRESIDENT VICE PRESIDENT 
ARY & TRUST OFFICER 


Floyd B. Weakly 











THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 


ASSISTANT TRUST OFFICERS 
Walsh Georee J. 
Oliver B. 
Vincent 
Frederick Pintard 








A New Department 


Life Insurance Trusts and Estate Problems are 
today of vital interest to every life insurance | 
man. The National Underwriter takes great | 
pleasure, therefore, in presenting to its readers 
this new listing of responsible financial institu- 
tions which are particularly well equipped to 
render valuable service to the life insurance man 
dealing with Life Insurance Trust and other 
Estate Problems. 


The National Underwriter 
CHICAGO 


























“T’ll Make Assurance Double Sure” 


An explanation of the advantages of the 
{ life insurance trust. Send for a copy. 


THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK 
37 Wall Street 








CHARTERED 1822 


THE FARMERS’ LOAN 
AND TRUST COMPANY 
NEW YORK 


Brings to the duties of Administrator, Exec- 
utor, Trustee, Guardian and Custodian 
the experience of more than a century. 
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SEE, 








th Company is glad to codperate impar- 
tially with all insurance representatives 
on any practical basis for the promotion of 
life insurance trust business. 


Guaranty Trust Company 
of New York 


140 Broadway 











We have a sympathetic understanding 
| of the life underwriter’s problems. 
| 
| 





Central National Bank 


of Cleveland 


PENNSYLVANIA 











An Insurance 
Trust 1s Safe, 
Economical 


and 


Conventent 





“Chartered 1836 


Girard Trust Company 


Broad and Chestnut Streets, Philadelphia 
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AN UNUSUAL 
OPPORTUNITY 


§ For an experienced Field Man 
as Agency Organizer. 


§ Good opportunity for promo- 
tion if capable. 


gq Also opening for District Man- 
ager and Special Agents, all in 
outside territory. 


Address D-5 


Care The National Underwriter 























Carbon Monoxide Dangers/ 


OW is the time, with the approach of 

cold weather, for Underwriters to 
spread the WARNINGS in regard to the 
fatal dangers from Carbon Monoxide Gas. 


Even in warm weather this gas 
gets in its deadly work. 


«- A Worcester (Mass.) dispatch, of August 6, tells of a young 
man overcome while repairing his automobile with the engine 
running. This was in an open yard, the victim inhaling in close 
proximity to the exhaust, with no breeze stirring to dissipate it, 
and no odor to warn of the deadly gas which acts so quickly and 
soimperceptibly. Had this happened ina garage with closed 
doors, death would have been almost certain. 


682 deaths from Carbon Monoxide Gas poisoning 
were reported in newspaper accounts kept by the John Hancock 
Company within the twelve months’ period from July 1926 to 
July 1927. 


Gas heaters also cause trouble. 


«« Just recently a Norwalk (Conn.) dentist was overcome by 
Carbon Monoxide Gas generated by a gas heater in a bathroom. 
Gas companies now installing gas heaters for domestic use insist 
upon funnels to carry off the gas fumes. 


People should be informed 

on these points. 
The whole subject is treated 
in a booklet issued by this 
Company entitled “Carbon 
Monoxide Gas.’’ Write In- 
quiry Bureau, enclosing 2c. 
postage. 
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MORE CARE BY AGENT.URGED 


E. H. May of Travelers Discusses Use of 
Rate Book, Application Blanks and 
Other Features in Hartford Talk 


HARTFORD, Dec. 29.—Members of 
the school of the Hartford Life Under- 
writers Association were advised last 
week on the use of the application blank, 
the binding receipt and other matters of 
writing insurance by Edwin H. May, 
field assistant of the Travelers branch 
office. Mr. May also discussed the op- 
eration of medical departments, the use 
of rate books and the issuance of non- 
medical or risk insurance. 

It is of fundamental importance to the 
agent to know completely the contents 
of the rate book, it was asserted. The 


selective 





prospect is apt to lose confidence in the | 


agent if the latter finds it necessary to 
shuffle through the rate book to obtain 
some of the information that is desired. 
The agent will find it to his advantage 
to know the contents of the rate book 


from cover to cover before he sets out | 


to approach prospects. 

Application blanks are designed by 
companies in order to obtain a complete 
picture about the prospect and to enable 
the underwriters to render intelligent 
judgment on a risk. For that reason 
Mr. May urged agents to be accurate 
in filling out the application. 

Agents should not regard the medical 
cxaminers and the underwriters with 
suspicion, but instead should afford 
them the fullest cooperation, it was as- 
serted. It is to the agent's interest that 
his business be written on a sound ba- 
No agent should desire to acquire 
the reputation of not being careful in 
his selection of risks, Mr. May said, in 
advising cooperation among agents, doc- 
tors and home office underwriters. 

The binding receipt was described as 
of the utmost importance. The agent 
need not hesitate in offering the binding 
receipt, because its use is planned es- 
pecially for the protection of the pros- 
pect. If the binding receipt is accepted, 
the prospect’s protection dates from the 
time the application is signed if subse- 
quently the company takes the risk. 

Mr. May said be believed the experi- 
ence of most companies on non-medical 
forms has been found satisfactory. He 
expressed the opinion that the tendency 


S18. 


MORSS APPOINTS ASSISTANT 


Former General Agent James H. Cowles 
Goes to Home Office of Provi- 
dent Mutual 

Franklin C. Morss, manager of agen- 
cies for the Provident Mutual Life, has 
announced the appointment of James H. 
Cowles as his assistant, to take effect 


Jan. 1. Mr. Cowles graduated from the 
University of Colorado with the class 
of 1914. During his senior year and 


for two years following his graduation 
an instructor in the life insur- 
ance course at the university. He has 
been continuously in the service of the 
company since leaving college, with the 
exception of a period spent in the army 
during the war. 

Mr. Cowles entered the Denver 
agency as a special agent in june, 1914 
The agency at that time was under the 
direction of his father, Irving R. Cowles. 
In 1917 he formed a partnership with 
his father which continued until the lat- 
ter’s death. He was appointed general 
agent succeeding the firm of Cowles & 
Cowles in April, 1922. 

Mr. Morss, in commenting on the ap- 
pointment, said: “Mr. Cowles is well and 
favorably known to the Provident field 


he was 





‘ difference in cash 


to write non-medical policies for higher 
amounts would continue. 
kc c * 

Nashville—The idea of an annual Ten- 
nessee all-insurance day was suggested 
by Miss Julia Hindman, secretary of the 
Tennessee Association of Insurance 
Agents, at a meeting of the Nashville 
Association of Life Underwriters last 
week. 

The idea suggested is to have repre- 
sentatives of every line of insurance 
assemble for the discussion of problems 
and for the promotion of good fellow- 
ship. R. C. Webster, president of the 
Nashville association, presided over the 
meeting. Informal discussions dealing 
with the various phases of underwriting 
were held during which the value of co- 
operation was stressed Discussion was 
held concerning the showing in Nash- 
ville of a motion picture depicting the 
advantage of insurance trust benefits to 
beneficiaries 


x « x 

Altoona, Pa.—C. J. Westerman of the 
legal department of the Edward A 
Woods Company of Pittsburgh addressed 
the Altoona association at the December 
meeting on “Law as It Applies to Life 


Insurance.” 
ek * & 


Minneapolis—Leon A. Trigg is the new 


president of the Minneapolis association 
Mr. Trigg is general agent of the Berk- 
shire Life Edward T. Chapman of tl} 
Union Central Life was chosen vic 
president, and C. E. Patterson, also ¢ 
the Union Central, was reelected secre- 
tary and treasurer 

James T. Quinn, retiring president, was 


committee witl 
Kavel 


elected to the executive 
H. T. Lewis and H. W 

t . * 
Summing up the impor- 
and accomplishments 
iation the last 18 
Hall, past president 


Tulsa, Okla. 
tant activities 
the Tulsa 
Dallas W. 


asso months 


and now 


chairman of the sales congress prograt 
committee, stated that 1 nbership 1} 

been increased in that period nearly 25 
percent, and that the association now 
claims about 80 percent of the full time 
life insurance men in Tulsa and vicinity 
on its roster—all in good standing. A 


special membership campaign was staged 


under a committee headed by N. A. 
Thompson, district agent for the Penn 
Mutual With the cooperation of the 
Oklahoma City association, the Tulsa 
underwriters are planning to make the 
1928 sales congress on Feb. 3 an oute 
standing event in the life insurance an- 


the 


is to be 


nals of Oklahoma. At 
coordinated program 
involving St. Louis, Kansas City, Dallas, 
Tex., Wichita, Kan., and Tulsa associa- 
tions and the promise of a record attend- 
ance is assured, Mr. Hall believes. The 
definite program, to include speakers of 
national reputation, will be announced 
shortly, Mr. Hall said. 


congress a 


presented, 


force. This announcement will meet 
with general approval.” 


Central Life Appointments 
Matthew Walker of Los Angeles, 
manager for the Central Life of Illinois, 
announces the following appointments 


in his agency G. E. McManigal ot 
Santa Ana as district manager at Sa 
Diego; Herbert E. Axup, for many 
years with the Metropolitan Life, as 
district manager for Orange counts 
with’ office at Anaheim; Benjamin R 


Schmid, for years with the Equitable ot 
New York at St. Paul, Minn., as district 
manager at Riverside, including Ban- 
ning, Beaumont and Redlands 
ee 
Warning on Bad Check Artist 

Word has been sent out to the general 
agents and managers in Chicago by the 
Chicago Association of Life Underwrit 


ers, that Thomas J. Callahan of the 
United States Secret Service Bureau 
Chicago, has advised members of the 
?ssociation to be on the outlook for a 


certain man who is cashing bad checks 

The method emploved by the man is to 

make application to an insurance com 

pany and to write a check for an amount 

somewhat larger than the amount repre 

sented by the premium and getting the 
1 





and u 
insura 
know! 
shoulc 
lic se 
owes 
public 
ment 

Re 

“In 
try, 1s 
impor 
omy. 
or its 
be wi 
in bri 
ical o 
As th 








7 blooc 


ease, 


giene 
perie 
Life 
no ¢ 
derta 
activ 
adva 
that 
teres 
its 
@ term 





® 





Yiim 


1927 








XUM 


coca yor 
December 30, 1927 


INSURANCE MEDICAL 
FIELD BROADENING 


(CONTINUED FROM PAGE 11) 


ticularly invitin Life insurance has a 
wealth of sonvinalon and valuable data 
on mortality and morbidity which should 
be brought to public health activities 
and utilized. The medical personnel of 
surance companies have interest and 
nowledge of health problems which 
should be actively directed in such pub- 
lic service. Every insurance company 
owes it to its policyholders and to the 
public to give support and encourage- 
ment to all public health activities 








Recognize Importance of Health 

“Industry, especially American indus- 
try, is recognizing that health is a most 
important factor in efhciency and econ- 
With medicine as an essential part 


omy. 
of its organization, life insurance should 


be well in advance of other industries 
in bringing informed and practical med- 
ical opinion to bear on these problems. 
As the barefooted cobbler’s children have 
been a classic symbol of reproach, we 
must see to it that our special knowledge 
is used in our own organizations. The 
welfare activities of modern industry are 


largely concerned with physical and 
psychological problems. We are author- 
ities on health and longevity. There is 

t sely inte re sting field of medic: al 


an inten 
ice in every life insurance company's 
office—lighting heating, ventila- 
physical and mental ex: ami inations 
employment, exami- 
nursing, dietetics, medical 
factors are more potent in 


wholesome morale. 


sery 


od lic 


and 


it time of peri 
tions 
e—no 


servic 
maintaining 


Should Know Sickness Cost 

‘A healthy corps of workers is usually 
happy and efficient and for the encour- 
agement of our practical friends is much 
more economical in operation Even 
vet, relatively few industries know their 
sickness cost—or appear to care. It is 
certainly far greater than the cost of 
effective preventive measures. Here is 
a worthwhile part of our job. Large 
amounts have been lost, not only on 
clerks, but on officers and agents, where 


a wise and informed medical ge a 
could have foretold the probability 
success could not be expected with high 
blood pressure, advanced Bright's dis- 
ease, exophthalmic goitre, gastric ulcer, 
or a psychoneurosis. 

“Anot!l er important health field lies in 


that 


the Policyholders’ Health Service. No 
matter whether this is done through 
some commercial agency or directly by 
the medical department, it requires for 
its inception and best development an 
informed viewpoint on individual hy- 
giene and public health. After the ex- 
perience of the Metropolitan and the 
Life Extension Institute, there can be 
no question that it is a profitable un- 


dertaking, and adds years of health and 
activity to many policyholders who take 
advantage of it. An insurance company 
that is not actively and practically in- 
terested in the health and longevity of 
its policyholders contradiction in 
terms as well as an anachronism 


is a 


Must Be Harmony 


‘The field of activity of the medical 
partment lies very close to that of the 
agency and must run in harmonious 
parallel with it. I believe I am safe in 
that no influence in the company 


saving 


can_ be either more helpful or more 
malign than the relationship bet ween 
the 8 ttive underwriting and the acqui- 





departments, and I 


half of this responsi- 
former. The under- 
in the stronger stra- 
te and should go more than 
half wav appreciation and understand- 
ng of agency problems. The agent's 
Position in urging his viewpoint is neces- 
sarily the more difficult as he is on the 

and conscious of the fact that 





Sition underwriting 
helieve more than 

bilitv lies with the 
writing officers are 


gic p sition 


nm 





efensiv e 


his stand is open to the suspicion of 
self-interest. 
Harrassment of Technicalities 
“The aggressive jealousy for the 
‘agency’ viewpoint wanes or waxes in 





THE NATIONAL 


DISABILITY CLAIMS | 
HAVE BEEN ANALYZED 


FIGURES OF BANKERS LIFE 





Des Moines Company Lists Its Exper- 
ience Showing Tuberculosis to Be 





the Leading Cause 





Tuberculosis has exacted the greatest | 
toll, in the form of total and permanent | 
disability, among Bankers Life of Iowa | 
policyholders. The company has ap-| 
proved the total and permanent claims | 
of 902 of its policyholders. Of this 
number of approved claims, 194 were 
the result of tuberculosis, while acci- 
dental injuries resulted in 142 cases of | 
total and permanent disability. Fol- 
lowing is a detailed list of the causes 
of disability, together with the total 
number of disability claims which have 
resulted from each cause. 

No. of 

Cause l’ersons 
Tuberculosis 194 
Accidental injuries 142 
Rheumatism—all kinds 9 
Insanity 54 
Heart diseases i7 
Appendicitis and gall bladde: ; 47 
Paralysis : 34 
Other brain diseases 29 
Cancer -/ 
Abcesses and infections s] 
Goitre ~¢ 
Pleurisy and pneumor 2 
Anaemia and other wa ne d ‘ " 
Nervous bre lown 17 
Nephritis lo 
Ulcer of stomach and duodenun 14 
Colitis and gastric trouble 13 
Blindnes cident I 12 
Typhoid 10 
Diabetes t 
Miscellaneous d ases . 65 


direct relation to the home office 


A very wise insurance executi 

said that the best way to maintain a 
wholesome agency attitude was to keep 
one jump ahead of the agency force 
in meeting their reasonable expectations 
The company that is continually pre 
senting new ideas and methods to it 
agency force has little of i 


the company which i 


defensive against new suggestions 

the field. The modern life insurance 
agent knows a surprising amount about 
the technical side of the business and 


especially the side which affects his com 


pleted sales and his income. He is less 
and less satisfied to accept arbitrary de- 
cisions which he believes are not in 
line with the most advanced informa- 
tion. I am not sure that I would al- 
Ways prove as good a sportsman as 
most of them are if I had lost a much 
needed commission on a_ technicality 
that I could only incompletely appre- 


ciate. 
Should Give Agents Proper Information 


“The best way 
cooperation in the 
—in which he can 
factor—is to give 
mation as ble 


to obtain an agent's 
problems of selection 
be such an important 
him much infor- 

possible in fitting himself for 
his work. Modern underwriting 
manship implies intell 


well as effective closing 


as 


1 
Sait 
igvent slecti 

IWOTIL SIC UO 


arguments. The 


n S 








best sales arguments are worthless 
the prospect cannot be approved or 
cannot pay for the policy This was 
true before the introduction of non-med 
ical. It is, however, emphasized by 
the large volumes that have proven | 
profitable when accepted without medi 
cal examination. and largely on the re« 
ommendation of the soliciting agent. It | 
is worth many times the effort to give 
these men the numerous interesting and 
‘nstructive side lichts on the theor 
and practice of scientific selection.” 
einen eae } 

Mrs. Emma WN. Rove, wife of Olaf T. | 
Rove, head of the abstract examiners of | 
the legal department of the Northwest- | 
ern Mutual Life. who is also N rwegian | 
vice-consul at Milwaukee, died recentty } 
Mr. Rove has been vice-consul for the 
past 20 years and Mrs. Rove interested 
herself in problems of voung immigrants 
from their native land 
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Thirty-two Years of Personal Service 
HAS GAINED THE CONFIDENCE OF OUR POLICYHOLDERS 


and Enabled Us to Build 


an Organization of Which 


Everyone Connected with It Is Mighty Proud. 


THE GLOBE GROWS GREATER, SAFER, AND BETTER 


EACH 


YEAR. 


GLOBE MUTUAL LIFE 


INSURANCE COMPANY OF CHICAGO 


T. F. BARRY, FOUNDER 
WILLIAM J. ALEXANDER 


POSE BARRY DIETZ 














in life insurance field work. 
During 84 years the first 

company has been served and built 

success and satisfaction in so doing 


both men and women. Age limits I 


ry 


; vho con 


34 NASSAU STREET 


template iif 


You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 


American legal reserve mutual life insurance 


to greatness by men who found both 


This company writes all standard forms of insurance and annuities on 


) to 70. 


c mesur- 


a f p ] \ 


tiled 


The Mutual Life Insurance Co. 
of New York 


NEW YORK, N. Y. 














——_—_—_—_—__ —— 


] Honorable Dealing wi 
} Agency Force of Selected ar 


|! REIGHTY-FOUR YEARS 


th the Public, Through an 
id Trained Men, has Formed 


} the Character that Explains our Reputation. 


EE 


TWENTY YEARS | 


CONFIDENCE of 
POLICYHOLDERS 


OUR AGENTS 
THEIR OWN FUTURE 
isSECURE 

Write for 

“FOURTEEN POINTS” 
A. M. Hopkins, Mer. of Agencies 

PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 

















NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


BOSTON, MASS. 





AMAZING OPENING 


One of the most solid, pro- 
gressive companies writing life 


insurance, offers amazing - 
tunities for men who are con t 
they possess organizing and sell- 
ing ability. A few of our amazing 
contracts will go to State Agents 
and General Agents who take on 
territory in Missouri, Iowa, South 


Dakota, Illinois and Minnesota. 
Do not answer this Ad if you can 
not give a guarantee of integrity. 
Recommendations are imperative. 
Give a condensed history of past 
connections in first letter. If pos- 
sible furnish a recent yo 
All applications will be 

strictly confidential, and A. 
will be executed personally by the 
President. Address Lock Box. 320, 
Lincoln, Nebraska. 


| 
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A Specimen Copy 


of our 


This policy which has met with 
such instant success since its intro- 
duction on November Ist is issued 
in amounts of not less than $5,000 to 
risks distinctly above the average of 
those entitled to standard insurance. 
This super-standard or preferred 
group is given through a reduced 
cost for their insurance the benefit 
of the fact that they are better risks 
than the average. 

Premium Rates for $10,000 

Age 25—$174.90; age 35—$229; 

age 45—$323.90 
Subject to reduction by Dividends 


HOME LIFE INSURANCE COMPANY 


Ethelbert Ide Low 
President 


256 BROADWAY, NEW YORK CITY 


On Agency matters address: 


James A. Fulton 
Supt. of Agents 


— 








Preferred Whole Life Policy 


will be sent to anyone requesting it. 


) 

















ance 


IAT 





“Life Insurance agents are 
too busy, too energetic, to 
longer put up with old- 
fashioned card index sys- 
tems for keeping track of 
their policyholders. 
agent who is careful of his 
own interests can afford to 
be without the Life Insur- 
Register,” 
Spectator, 
eastern insurance journal. 


Here is the kind of a Life 
Insurance register that you 
have always wished fr but 
never could find! 
formation needed to analyze 
your client’s life insurance, 
to answer his every question, 
can be secured in a moment. 


Accurate Loose Leaf Co. 


Throw Away the 
Old-Fashioned Card Index 


It is easy, too, to keep tab of 
the Birthday dates of your 


policyholders. 


No 


says the Think of 


the well-known 


system ever 


All the in- 
tail 


NEW YORK CITY 


The last word in life insur- 
ance records—at the lowest 
price! That is what we offer 
you. For the Life Insurance 
Register is priced at $7.25. 
it—a_loose-leaf, 
well-bound, stamped-in-gold, 
post binder, sheets for 450 
accounts and the greatest 
devised for 
keeping a real record of your 
life insurance business—for 
$7.25. You must get full de- 
and examine 
sheet of the register. That’s 
why we want—urge—you to 
use the coupon NOW. 


sample 


Accurate Loose-Leaf Co., 81 Nassau Street, New York City, N. Y. 
Gentlemen : 


Please send sample sheet and complete information on the Life Insur- 


ance Register. 




















STATES LIMITING THE WRITING OF 
NON-MEDICAL INSURANCE LISTED | 


H 








ST. LOUIS, Dec. 29.—The recent ac- | dertake the writing of policies without 


tion of the general assembly of Georgia 
in passing an amendment eliminating 
the requirement of medical examination 
of applicants for life insurance has 
caused the American Life Convention 
to send to its member companies a spe- 
cial bulletin showing the present legal 


| status of non-medical insurance through- 
| out the country. 


The bulletin lists the 
following as the states now requiring 
examinations or limiting the issuance 
of non-medical insurance: 

. * * 


Arizona—No policy to be issued in 
excess of $100, except industrial, an- 
nuity contracts or group policies, with- 
out medical examination by authorized 
miedical practitioner. Application state- 
ments as to age, physical condition and 
family history binding on company un- 
less proven wilfully false, fraudulent or 
misleading. 

* * . 


Iowa— No policy, except industrial 
of $500 or less, and except group, to be 
issued unless based on medical exami- 
nation by licensed physician or licensed 


passed and approved by the medical 
board of the company. Under a ruling 
of the commissioner, July 18, 1924, no 
medical examination is required on a 
second policy of insurance, where is- 
suance of policy is made within such a 
period as to preclude any reasonable 
possibility of a change in the appli- 
cant’s physical condition. “Several 
months” not considered such a period. 


$6 8 


Louisiana— There is no _ require- 
ment, but act 97 of 1906 provides that 
where life, health or accident policies 
are issued “without medical examina- 
tion of the assured by a physician, it 
shall be presumed (whenever it ap- 
pears that the agent of the company 
has had an opportunity to ascertain the 
true condition of the health, habits or 
occupation of the assured, and has cer- 
tified to the company the desirability of 
the risk) that the knowledge he has 
acquired or which might have been ac- 
quired with reasonable diligence **** 
has been disclosed to his principal and 
it shall be presumed that the company 
has waived its right to claim a forfeiture 
of the policy; and *** knowledge of the 
agent of the company writing the ap- 
plication, or of the collector of the com- 
pany in collecting the premiums from 
the assured, shall be notice to the com- 


cupation of the assured.” The effect of 
this law may make it undesirable to un- 








Policyholders Make 
Best Investment for 


Insurance Salesmen 


OLICYHOLDERS are the insur- 

ance salesman’s best investment, says 
F. G. Pierce, Connecticut General Life 
manager at Philadelphia, ex-secretary 
of the National Association of Life Un- 
derwriters, in an article in the company’s 
agency magazine. 








on which he secures an interest return. 


expect the dividends. If he is a careful 
| investor, he goes over his investment 
list every three months bringing it up- 
to-date and taking into consideration 








|} any new developments in the industry, 
| general conditions and in particular the 
| condition and growth of the company 
| itself, 

| An insurance policy premium is the 





osteopath, which examination must be | 








| 


| 
| 


| 


A business man makes an investment | 


He makes a record of this investment | 
in a book or on a card and he knows | 
when to cut the coupons and when to |} 


medical examinations. 
- . * 

Massachusetts — Prescribed medical 
examination by registered medical prac- 
titioner required, except on group in- 
surance, annuities and pure endowments. 
By amendments of 1925, provision is 
made that a new policy or policies of 





life or endowment insurance upon a 
life within the commonwealth may be 
issued if a medical examination has 


been made within 90 days prior thereto. 
* - * 

Minnesota— There is no require- 
ment of law for medical examinations 
of applicants for life insurance, but sec- 
tion 109, insurance pamphlet 1919, pro- 
vides that in any claim upon a policy 
issued in Minnesota without previous 
medical examination, “the statements 
made in the application as to the age, 
physical condition and family history 


| of the insured shall be valid and bind- 


ing upon the company unless wilfully 
false or intentionally misleading.” The 


| effect of this law may make it unde- 


sirable to undertake the writing of poli- 
cies without medical examinations. 
oe 6 

Mississippi—Insured, under all con- 
tracts “on lives within this state,” shall 
be examined by a medical practitioner 
authorized by Mississippi laws, except 
policies not exceeding $2,500 on single 
life, and except group insurance irre- 
spective of the amounts of individual 
policies issued under such plan. 


* 6 @ 
Nebraska—No policy except in groups 
of 100 or more, or industrial insur- 


ance, or when premiums are payable 
monthly or oftener, without prescribed 
medical examination by legally qualified 
physician. By ruling of commissioner, 
under date of Oct. 14, 1925, medical ex- 
aminations may be made by properly 
licensed practicing physicians, including 
chiropractors and osteopaths. 
+. * 7 

North Carolina—Policy in excess of 
$5.000 to be issued only after medical 
examination. Where no medical ex- 
amination, policy shall not be rendered 
void, nor shall payment be resisted, 
on account of any misrepresentation 
as to the physcal condition of the ap- 
plicant, except in case of fraud. Section 
not applicable to group insurance. 

* ~ * 

Oklahoma—No policy, except indus- 
trial policies, annuities, and group 1m- 
surance of not less than 25 persons or 
policies not exceeding $2,000, shall be 


pany, as to the health, habits and oc- | issued on lives within this state with- 


out a medical examination by a “regis- 
- $e J 
tered medical practitioner. 





best investment that an agent can make. 
It returns 5 percent on the premium and 
be made a lot 


these investments can 1 
more quickly than by earning the 
money. If every agent would look at 


every premium as invested money at 5 
percent and then watch his investment, 
the same as a business man does, there 
would not be any necessity for sugges- 
tions as to how he would handle the in- 
vestment. 


Follow Up Policyholders 


A policyholder who is followed up as 
consistently as an investment should be 
followed up will never lapse his old in- 
surance and this is especially true if 
from time to time he is buying new in- 
surance. The best possible way to con- 
serve old insurance is to completely fill 
a man’s needs for new insurance. As he 
grows in success, he needs additional 
insurance and an agent who follows him 
and watches him is the one who will 
write it. 

If the agent does not do this he should 


| not feel unhappy if another man comes 
lin and does the job in the right way 





an a’ 
The 
$1,80 
case: 
$15,( 
His 
appl: 
500. 
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Agent Who Has Written an Application 
Each Week for 562 Successive Weeks in 
Rural Community Tells How He Does It 


writer, Mr. Schweiger did not anticipate 
doing very much the first few months 
in the business. He surprised himself 
by writing ten applications during the 
first month and he has kept up the 
record as the figures indicate. He qual- 
ified for the $100,000 club of the com- 
pany his first year and made the $200,- 
000 club every succeeding year. 

Most of his business is secured 
through the chain system and the bal- 
ance by cold canvassing. While cold 


N application a week for 562 suc-, 
A cessive weeks, nearly 11 years, has 

been produced by Eli A. Schwei- 
ger, agent of the New York Life in Jef- 
ferson, Wis., a town of 2,500. The total 
number of ‘applications he has turned 
into the company is 1,441 for a total 
volume of nearly $2,500,000. 

Mr. Schweiger has had remarkable 
success writing life insurance in a rural 
community. He started with the com- 
pany March 1, 1917 after being in the 
retail business for 17 years. He has 
averaged 131 applications per year with 
an average volume of $224,000 annually. 
The average policy totals less than 
$1,800. Mr. Schweiger writes few large 
cases, and he has only delivered three 
$15,000 cases and nineteen $10,000 cases. 
His largest single month gave him 28 
applications for a total volume of $65,- 
500. He has had approximately 12,300 
interviews in the time he has been writ- 
ing life insurance. 

With very little experience in solicit- 
ing when he started out as a life under- 


difficult, 
it and closes about 45 percent of his 
prospects at the first interview, when 
cold canvassing. In a recent week, four 
cases of the six written were first inter- 
view cases. Most of his time, especially 
on cold canvassing, is spent among far- 
mers. During the winter months, how- 
ever, he solicits business men, teachers 
and students. 

He has some good ideas on writing 
life insurance which have come as a re- 
sult of knowing his field thoroughly. He 


| work four or five times on Saturday, 


| northwestern 


| seldom sees more than five or six pros- 


pects during a day, but these get every- 
thing he has in the way of the selling 
talk. He usually works the first five 
days of the week, unless, as he says, he 
has gone “stale” and has no sure busi- 
ness by Friday. 
to 
“Appaweek” club of the 
department, composed of 
eight branches of the company in that 
section of the country. 

Mr. Schweiger usually writes business 


stay in the 


on Monday, as he is all “set to go” after 
his recreational period. He starts work- 
ing early in the morning and keeps 


steadily at his work throughout the day 
One of his unique methods of work- 
ing is that he forgets about his prospects 


| whom he calls on a second time wen out 


canvassing is usually regarded as most | 
he has had much success with | 


results, for a year, and then goes 
to them, instead of possibly antagonizing 
them by keeping after them over a long 
period. 


ack 


| Arguing Causes II 


Feeling Toward Agent 


It is one of Mr. Schweiger’s maxims 
never to argue with a prospect to such 


an extent that he might leave the pros- 
pect with an ill feeling toward Mr 
Schweiger. He has the reputation of 


making his approach as a real gentle- 


man and leaving the prospect the same 


| way, 


But he has only had to | 


whether he has sold insurance or 
not. 
Another rule of his is never to refer 


| to other companies unless he is request- 


|ed to answer some question broached 
by the prospect. He talks New York 
Life throughout the interview, believing 


that his job is to sell the company and 
its insurance and not take up valuable 


| time talking about other companies. 


He has built for himself an immense 
amount of good will among the resi- 
dents of his community by taking this 
attitude. When he finds a prospect 
whom he is cold canvassing already has 
insurance he congratulates him. 


Deals Squarely With 
Competing Agents 


An example of the clean way he does 
business is told in the following story: 
He wrote two brothers, each for $2,000, 
and they sent him to a third brother. 
Upon his arrival, he gave this brother 
all he had. He learned to his regret 
that an agent of another company had 
written the prospect less than an hour 
before The prospect had not been 
examined and liked the policy of the 
New York Life so much better that ne 
decided, for himself, that he would take 
insurance with the New York Life in- 
stead of with the other company. 


Mr. Schweiger had a difficult time 














The old racer is for sale. The sporty racing type 
of car has given way to the more dependable and 
conservative car. that has proven itself far more 
satisfactory in the long run. 

Likewise, the life insurance company that has 
steadily and consistently progressed under efficient 
management, the company that has been built 
along conservative lines has become the choice of 
the far-sighted life insurance salesman. 

Send for your copy of— 


‘‘Choosing a Company” 


Mutual Irust 
LIFE INSURANCE COMPANY 


EDWIN A. OLSON, President 
77 West Washington Street 
Al CHICAGO, ILLINOIS af 
BS CAs Faithful as OLD FAITHFUL” ¢4 


Carl A. Peterson, Vice President 



































to Find 





The Citizens Na- 


You, 


diately be increased 
to $300,000. 





It Costs Nothing 


NLESS you are at present connected with a life 


insurance organization we have a message for 
you that may be the turning point in your life. 
The Citizens National Life is a 
NEW company concentrating its 
activities to the state of Illinois. 
To men properly qualified the 


Citizens National Life offers a most 
attractive agency contract, 
policies that is second to none, direct 
home office 
spiration of a new company 
for success. 


too, 
succeed with us—to profit with us— 
to work with us. 


M™EORTITFFIATAN 





Out Why 


a line of 


selling aids and the in- 
bound 


have an opportunity to 


Write today. 








NATIONAL LIFE INSURANCE CO. East St.Louis ILL. 


Ww ELE E&Z2s4¢ksilvany 





J. G. BARDILL 
sident 


Pre. 





GEORGE KABURECE 
See. end Gen. Mor. 
































































































































32 THE NATIONAL 
CALIFORNIA OKLAHOMA 
J. McCOMB 
BaArRETT N. COATES o COUNSELOR AT LAW. 
N N CTU 
CONSULTING Premiums, Reserves, Surrender 
ACTUARY bn etc., a vena 
an xaminations ade es 
354 Pine Street - - San Francisco and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 
Specialty. 
Colcord Bidg. OKLAHOMA CITY 
ILLINOIS 
ONALD F. CAMPBELL (CONT'D FROM PRECEDING PAGE) 
CONSULTING discouraging the prospect from changing 
ACTUARY his mind. Finally he pointed out that 
160 N. La Salle St. the business rightfully belonged to the 
Telephone 7296 competing agent because he had put 
CHICAGO, ILL. time and energy into the sale, and was 
entitled to it. He showed the prospect 
also that as it was perhaps the first con- 
tract the prospect had ever made, he 
ENRY R. — should carry out its part. 
Actua The prospect gave the other agent the 
Specializing en - Funds whole story, and a week later Mr. 
Schweiger was the guest of the compet- 
175 W. J ckson Blvd. CHICAGO ing agent at a duck dinner in recognition 
of the fair way he did business. 
Does Not Fearthe 
A. GLOVER & CO. Growing Competition 
e c ane Competition is one thing that does sot 
OI pa oe &. Chi worry Mr. Schweiger. When he started 
selling insurance about eleven years ago, 
Life Se there were only three other active full 
eatistictans time agents in the territory he was cover- 
ing. Today there are at least 45 people 
carrying rate books but in spite of this, 
INDIANA he manages to secure his share of the 
business there. _ : 
AIGHT, DAVIS & HAIGHT, Inc. He never talks religion, politics, or 
Consulting Actuaries gossip and for this reason he has made 
a host of friends for himself until he has 
FRANK J. HAIGHT, President come to be known by all in that section 
INDIANAPOLIS as “Eli, the New York Life Man.” 
Omaha, Denver, Des Moines While most of his time is spent selling 
prospects he does not fail to take care 
of his policyholders and devotes a por- 
tion of each day to giving them service. 
This fact has resulted in his being able 
ARRY C. MARVIN to write additional insurance on them, 
and also in their furnishing him with 
Consulting Actuary new prospects. 
2105 North M x 
pie oe Interests Prospects 
INDIANAPOLIS, INDIANA In “Appaweek” Club 
The “Appaweek” bulletin, published 
by the northwestern department of the 
IOWA company, showing the standings of the 
— in the entire department, and the 
“Nut Shell,” a small folder with impor- 
L. MARSHALL tant statistics on life insurance and mor- 
® CONSULTING ACTUARY tality experience, are his best aids in se- 
op ye curing new business. He uses both of 
Hubbell Building them many times each day. The “Appa- 
DES MOINES, IOWA week” bulletin is used especially the lat- 
ter part of the week if the first few days 
have been fruitless. On one occasion 
he had no business for the week and it 
MISSOURI was at noon on Saturday. He went to 
see a prospect, showed him the bulletin 
OHN E. HIGDON and told him what he wanted, and need- 
- ARY ed, and the prospect took out a $5,000 
224 Argyle oe te City, Me. policy. His friends have become so in- 
° terested in his membership in the “Ap- 
paweek” club that he is greeted many 
times each week with: “Well, Eli, are 
NEW YORK you still on the Appaweek?” 
Consistent hard work has been the 
M iles M. Dawson & Sen biggest factor in his success as an under- 
CONSULTING General Agency 
ACTUARIES : Wanted 
xperienced life insurance prod »- 
3s W. “4th St. New York City able of handling and tr: len "a “tte bo s 
general agency for Chie ago; preter com 
pany writing monthly plan life policies 
in addition to ordinary. Address D-3 Care 
The National Underwriter 
oodward, Fondiller and Ryan 
Consulting Actuaries 
a Fy ng SAP Rd CONSERVATION and PUBLICITY MANAGER 
eS Se © Service and with an excellent record of past accomplishments 
tunaged under contrac Ofice Ayame. and ey Eg 
~~ ,crrceio Insurance Accounting and — sumnestes with “7 —— offices. Age 35; 
harriec ar open depen +0 rc - 
75 Fulton Street New York quirements 5 Address ¢-97, ane “The National 
Underwriter. 
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| GREEN SIGNAL CLUB 
WILL HAVE CONVENTION 


HOME STATE AGENTS MEET 


Illinois Life Field Men Will Hold Their 
Annual Gathering in Chicago 
Next Week 


The Green Signal Club of the Illinois 
Life, which is the home state agency 
organization, will hold its annual meet- 
ing at the home office in Chicago next 
Thursday. The banquet will be held at 
the Hotel Stevens in the evening. The 
business program is as follows: 

Reading of Minutes of Last 
Meeting, P. L. Sausser, secretary, 
Signal Club. 

Address, Henry 


tegular 
Green 


Sterchi, retiring presi- 


dent, Green Signal Club. 

President's Inaugural Address, R. W. 
Law. 

The Price of Success, S. H. Taulbee, 


Wabash Valley. 

Who and Where Are 
pects, W. H. Huber, Decatur District. 

The Conservation of Earnings, R. E. 
tising, East Central Illinois. 

Precautions That Help Collections, J. L. 
Carey, Corn Belt. 

Discovering Prospects, F. C. 
Northeastern Illinois. 

The Approach, the Close 
livery, O. F. Hamilton, 
Illinois. 

Keeping in Touch 


Our Best Pros- 


Stagg, 


and the De- 
West Central 


with Policyholders, 


Cc. L. Kaiser, Central Illinois. 

Best Methods for Assuring a High Re- 
newal Precentage, J. J. Delaney, South 
Side Agency. 


Why the Banker Boosts Life 
F. P. McCord, Eastern Illinois. 


Insurance, 











writer, and in his opinion, any agent 
devoting his time in the right direction 
and having an average amount of talent 
and intelligence can do well in the hie 
insurance Gusiness, = 


Adolph F. Memes Gives 
Clients Full Coverage 


DOLPH F. MEISNER, a Chicago 

agent of the New York Life who 
has made an excellent record selling 
small policies to working men, largely 
of Scandinavian extraction, has also 
made an unusual record in having his 
male clients take small policies, usually 
for $500, on their wives at the same time 
they take the larger policy on their own 
lives. The people among whom Mr. 
Meisner works do not handle large 
amounts of money in any year, but they 
are thrifty and always know what they 
are buying when they buy. For this rea- 
son the business Mr. Meisner produces 
is remarkably persistent. 

The agent has learned that few men 
wish to exploit their wives by carrying 
insurance in large amounts on the wo- 
men’s lives. But in many cases the hus- 
band of a deceased wife is just as much 
in need of the thousand or two accru- 
ing from a life policy as the wife would 
be if it were the husband who died, and 
could no more make a dip into the 
money for funeral expenses than could 
she. Therefore the $500 is added solely 
for the purpose of the post mortem re- 
organization of the family. Since men 
are notoriously more helpless when left 
to care for a family than are women, the 
argument for taking a small amount of 
insurance on the woman of the family 
usually bears fruit. 

Mr. Meisner has over a period of 
vears averaged 300 sales a year, and the 
head of the office out of which he works 
points to him as one who is dealing in 
life insurance in its fundamentals. He 
always tries to make his presentation 
when all the members of the family are 
together, and his system has been emi- 
nently successful. 





Fred Ellis, agent in Milwaukee for the 
Mutual Life of New York, has returned 
to that city after completing the insur- 
ance course at New York University. He 
attended Princeton for a time prior to 
his association with the Vermillion 





agency of Mutual Life of New York. 
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SENTINEL ‘LIFE HOME 
OFFICE CONVENTION SET 





JAN. 9-10 ARE MEETING DAyYs 


Program of Education, Recreation Is 
Planned—Formation of Pro- 
ducers’ Club Slated 


KANSAS CITY, MO., Dec. 29.—The 
Sentinel Life will hold its first annual 
agency convention Jan. 9-10, under the 
direction of home office officials. Thirty- 
five qualified agents from 11 states are 
expected to attend. Attendance is 
based on production. The sessions will 
be held at the Kansas City Club and 
the Kansas City Athletic Club, and the 
program will be largely educational. A 
special program of entertainment has 
been arranged for each evening of the 
convention. 

A special feature will be the organiza- 
tion of the Sentinel Minute Men’s Club, 
the producers’ organization of the com- 
The convention each year will be 


pany. 
a meeting of this club, and the organi- 
zation will be founded on volume of 


production. 

Frank L. Barnes, vice-president of the 
company, will preside at the first morn- 
Arthur M. 


ing’s session. President 
Hyde will welcome the agents. Follow- 
ing him Mr. Barnes will address the 


agents on the subject “Our First Year.” 


F. L. Hildebrand, superintendent of 
agencies, will discuss “The Sales Inter- 
view.” The Monday afternoon session 


will open with Governor Hyde presid- 
ing. “Life Policies of the Sentinel” will 
be the subject of a talk by Mr. Barnes. 


George R. Berry, field supervisor, Alex- 
ander C. Good, secretary and actuary, 
and Mr. Hildebrand will also speak at 


the afternoon session. 

The Tuesday morning session will be 
devoted largely to talks by the agents 
with Mr. Hildebrand presiding. 

The concluding session Tuesday ait- 
ernoon will have to do largely with un- 
derwriting. A. A. McFall, assistant sec- 
retary, will discuss life underwriting, 
and Mr. Barnes will take the subject of 
accident underwriting. The claim de- 
partment will be represented by George 
Barrett, claims examiner. 

There will be a get-together dinner 
Monday night and the company banquet 
will be held Tuesday night. 


Trading Stamp Plan Proposed 

A new life insurance idea was being 
discussed in Louisville, Ky., the past 
few days when it became known the 
R. M. Conner, a local real estate man, 
and associates had a plan under develop- 
ment whereby it was proposed to form 
an organization, similar to a trading 
stamp company, which w ould go out and 
sign up merchants to issue a form of 
trading stamp, representing a 3 percent 
discount on purchases, these stamps to 
be redeemable in payment of insurance 
premiums. It was figured out that in 
the average family it would be possible 
to secure $4.50 worth of such stamps 
every quarter, and that this would carry 
a $1,000 straight life policy for a given 
member of the family. 

It was reported that the Inter-South- 
ern Life had agreed to cooperate in the 
plan, if it were worked out, and that 
the plan had been examined by Com- 
missioner Saufley of Kentucky, who 
could find no fault with it. 





Christmas Party for Orphans 


The Sentinel Life and the Employers 
Indemnity gave a Christmas party last 
week for more than 50 children from 
orphan homes and day nurseries in Kan- 
sas City. For many years this has been 
a custom with the employes of the Em- 
ployers, and this year the two companies 
staged the party. They gave shoes ans 
clothing to the children, and Santa Clau 
appeared to present the toys and Christ- 
mas gifts from the tree. The fund for 
this annual party is made up by the 
employes. 
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SET 
ee Build NEW 
uuders TLANTIC 
ion | 
. ’ Our principal strong point is D VA N TA G E = 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 
~The Lower Rates on 
annual 
er the Operating in the States of Se a — 
hirty Texas and Oklahoma, the 
= SS an = Non-Participating Policies 
3 will a type of personal service to . 
b = Agents that is unbeatable. Effective January Z, 1928 
id the Writing all modern policy 
ee forms, the Company offers 
of the choice territory to Agents of 
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* Replies strictly confidential 


| The LIBERTY LIFE 
at INSURANCE COMPANY 


- Topeka, Kansas 


m- CHARLES A. MOORE, VICB PRESIDENT and GENERAL MANAGER 
ues | F. A. Ferguson, Agency Vice President 
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December for 
Policyholder Service 


You can remember when 
your entrance into a depart- 
ment store was usually greeted 
with “Was there something?” 
or some similar riddle for you 
to guess the answer. Today 
you are likely to be met with 
the more appealing invitation: 
“May I serve you, please?” 


This month Peoria Life 
agents are saying to their 
policyholders: “May we serve 
you, please?” December with 
us is, and for years has been, 
Policyholders’ Month. All 
through the month each agent 
goes about his territory, visit- 
ing his policyholders in a 
friendly way, explaining poli- 
cies, checking up on the family 




















program, and offering sugges- 
tions that will make Peoria 
Life policies yield their maxi- 
mum of usefulness. 

This observance in Decem- 
ber emphasizes the Company’s 
year round policy of service. It 
comes natural to Peoria Life 
agents to render such service 
to their policyholders, because 
they are accustomed to service 
themselves from their com- 
pany. They have been reared 
in an atmosphere of service. 

This fundamental principle 
of Service to Agents and Pol- 
icyholders made the Peoria 
Life a hundred million dollar 
company in sixteen years, with- 
out merger or reinsurance of 
other companies. And now, 
three years later, it has brought 
the business in force of the 
Peoria Life to the 150 million 
dollar mark. 


























Peoria Life Insurance Company 


PEORIA, ILLINOIS 


9048 
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